














Next Week 
You Will Find 
in “The Recorder” 






Pre-View of Spring Styles 


EXT week the RECORDER brings you 
advance notes on the Spring style 
picture, as affecting men’s and women’s 
shoes. Advance patterns and designs, 
plus the fashion background of apparel 
that will make them practical. It’s only 
a few weeks now before the season will 
be in full swing at Palm Beach and 
other southern Winter resorts. Styles 
that will be seen there have a definite 
bearing on what will be worn later up 
North. It’s important to know—and 
know early—what the trends will be. 
Wise merchandisers are giving a lot 
of thought and attention nowadays to 
the question of how to bring quality 
back, realizing that adequate prices are 
essential to safeguard future profits 
and consumers can be won best through 
the quality appeal. Read the feature ar- 
ticle “Welcome Quality” in next week’s 
issue. It will be interesting to you what- 
ever grades of shoes you sell, for, after 
all, quality is relative and consists pri- 
marily of the best values within each 
particular price range. 


Last words on Christmas merchandis- © 


ing will be said in next week’s RECORDER. 
Practical ideas and suggestions for 
bringing in the last-minute shopper— 
and winning the maximum of holiday 
business for your store. 
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On Ariel Rubbers these — stores averaged 


A Mark-up of Over 


Central New York 5 yA 


shoe store sold 810 
pairs of Ariel Rub- 
bers last season. 


Ariel Rubbers are exceptionally light, exceptionally 
beautiful, exceptionally comfortable—and exception- 

en ally profitable. They have exclusive and patented im- 
Peters Maw York provements that are not found in any other rubbers. 
store sold 806 pairs. No wonder sales have increased 1930-1931-1932. 


Now is the time to plan for greater profits—let us 


pn send you the facts about Ariels. 


store sold 1807 pairs. 


MISHAWAKA RUBBER & WOOLEN MFG. CO. 
280 Water St., Mishawaka, Indiana 


New England and Greater New York dealers may address 
Dunham Bros. Co., Dept. A., Brattleboro, Vermont 


Names given on request. 


At the right: — Ariel Croquet 
on our Carma last for 17/8 to 
19/8 heel, long vamp shoes; 
Black or Indies Brown, Indiana : 
finish—the rich, satin-like fin- 
ish originated and perfected by 
BALL-BAND, the _ smartest 
finish ever used for rubbers 
and galoshes. 





When writing advertisers please mention Boot and Shoe Recorder 
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.™ Kalisky, 
past president of the National 
Shoe Travelers Association, spoke 
before a meeting of the Los An- 
geles Shoe Club and said: 

“We happen to be living in an 
age when unnecessary duplication 
is ruthlessly eliminated_ None of 
us would run his individual busi- 
ness under two roofs, with two 
overheads, if we could combine it 
under one. Yet all of us are now 
guilty of permitting five organiza- 
tions to exist, with five overheads. 





Perhaps we ought to examine the 
aims and purposes of the five or- 
ganizations to see if we cannot 
concentrate the force of all five, 
without any loss of spirit or of ef- 
ficiency. . 

“As at present constituted these 
associations not only support sep- 
arate organizations, but separate 
conventions as well. There is, of 
course, some degree of coopera- 
tion among the Big Five, but each 
walks its own path. We seem 
never to have noticed that all the 
paths lead in the same direction 
and to the same goal. 

“T now suggest that each of the 
five organizations appoint two del- 
egates (with alternates ready to 
take the place of those delegates 
in case of necessity) and meet for 
the purpose of organizing one par- 
ent organization in which may be 
combined the tanners, manufactur- 
ers, jobbers, retailers and travel- 
ers in a unit which will combine 
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The VOICE of the TRADE 


the strengths and eliminate the 
weaknesses of all five.” 


xk ok Ok 


Charles F. Brannock 


of the Brannock Device Company, 
Syracuse, N. Y., writes: 

“The fact that so many people 
go to Williamsburg, Ontario, to 
be treated, is pretty conclusive evi- 
dence that there is prevalent a 
great amount of foot trouble. Not 
only has Doctor Locke said this, 
but it is an accepted fact that most 
foot troubles are traceable to badly 
fitted shoes and the wrong type of 
footwear, and when we say badly 
fitted shoes, we usually mean shoes 
fitted anywhere from half a size 
to sometimes two sizes too short. 
Obviously this distorts the toes 


“and the bones of the arch, and is 


the underlying cause of many of 
the ills which manifest themselves 
in the form of arthritis, rheuma- 
tism, etc., later in a person’s life. 


THERE'S SOMETHING 


[WILLIAMSBURG, ONT; — 









“Therefore, if foot troubles are 
traced to ill-fitted shoes, there is an 
opportunity for the shoe industry 
to perform a tremendous service to 
mankind by continually working to 
elevate itself to a higher plane and 
a more professional strata, ever 
and ever laying greater stress on 
better service and greater care in 
fitting. To state an important tru- 
ism in a_ positive manner — 
EVERY PAIR OF SHOES 
THAT IS CAREFULLY AND 
ACCURATELY FITTED TO A 
CUSTOMER’S FOOT IS THE 













OUNCE OF PREVENTION 
THAT PREVENTS THE 
POUND OF CURE.” 


* * * 


A. W. Bush 
of the Nunn, Bush & Weldon 
Shoe Co., Milwaukee, Wis., says: 

“Spring orders placed now dur- 
ing November and December will 
receive the advantage of an early 
delivery and prices protected up to 
delivery date specified on order. 


A WORD TO 
p\THE WISE 
é 


















Frankly, with the improvement in 
general business conditions, which 
now is beginning to assert itself, 
it seems to us that it would be the 
better part of wisdom to make 
early provision for Spring needs. 
“Your coeperation in placing a 
reasonable portion of Spring needs 
when our salesman calls will help 
keep our production at an even 
keel and thus assure satisfactory 
service on fill-in orders in the 
Spring when you need efficient ser- 
vice to help you save every pos- 
sible sale. Is it not true, too, that 
prestige of many retail stores has 
suffered due to depleted stocks ?” 


* %* * 


Prot. Thomas N. Carver, 


noted Harvard authority on politi- 
cal economy, says that the acute 
cause of unemployment is financial 
and not technological. He charges 
that the entire Federal Reserve 
system is based on a theory. dia- 
metrically wrong. . 
Buyers, whether of shoes or 
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stocks, were told three years ago 
that prices would not go down be- 
cause the Federal Reserve banks 
would hold them up. What fol- 
lowed is a tale too familiar to be 
told again. 

If Professor Carver is correct, 
the first step to remedy the fault 
is for Congress to reform the re- 
serve system. Then technological 
unemployment will be replaced by 
technological employment—or, in 
plainer words—those out of sales 
will have sales and those out of 
work will have work. 

That word “technological” is a 
high-brow title for an ancient is- 
sue. It has been going on ever 
since the day when a genius made 
a tool of metal to take the place of 
the cave man’s tool of stone. It 
waxed hot when Arkwright in- 
vented the textile machinery, when 
Watts opened the way for the 
steam engine, when Blake invented 
the sole-sewing machine, when Ed- 
ison invented the motor and when 
Ford made the first horseless car- 
riage. It’s old and ever new, and 
so will continue for as long as men 
keep on inventing new machines 
and methods to take the place of 


the old ones. 
* * * 


F rank W. Whitcher 
celebrates his sixtieth year in con- 
nection with the shoe business. He 
says: 





“T can hardly realize that sixty 
years have passed since I started 
in business, but such is a fact, and 
it is indeed a pleasure to hear from 
so many friends connected with 
the trade. 

“The years of longevity have 
substantially increased during the 
last twenty-five years and it seems 
to me that the middle age of men 
and women has correspondingly 
lengthened so that maximum use- 
fulness is to be expected when one 
is between 45 and 60 years of age. 
I presume we are indebted for this 
to science and medical research, as 
well as better standards of living. 

“It’s a glorious thing to have 





WHEN TO START? 


—One of our subscribers asks this question: 
“When is the best time to start in 
business, during a period of pros- 
perity or during a depression? 

—My opinion is that a depression period 
offers many advantages over a prosperity 
period for new business ventures. 

—There’s an old proverb that “fools rush in 
where angels fear to tread.” Good times 
are like a gold rush; everyone has a 
profit fever and more often than not a 
business venture is merely a business 
gamble, a desire to make easy money. 

—On the other hand, hard times bring about 
hard thinking and cautious judgment. 
There is no rushing into business. Only 
the far sighted, courageous type dares to 
venture. And he goes in prepared to 
build safely and strong. He knows hard 
problems and how to solve them. 

—In other words, we face facts when we 
venture into business at a time like this; 
and with facts as a background the chance 
of failure should be reduced to a minimum. 


jE ing creel 


President. 





been given the privilege of living 
a shoe life of fully sixty years.” 
* * * 


¢ re of vital 


importance to shoe merchants, 
both chain and__ independent, 
throughout the country will be de- 
cided by the United States Su- 
preme Court in a case in which 
the drastic chain store tax recently 
adopted by the State of Florida 
has been placed in issue. 

The case came to the Supreme 
Court on appeal by Louis K. Lig- 
gett Co., drug chain, the Melville 
Shoe Corporation and others from 
a decision of the Supreme Court 
of Florida, which held the statute 
was valid. 

The Florida tax starts with a 
“license fee” of $5 for one store, 
increasing to $10 for each addi- 
tional store from two to 15 when 
located in the same county, and 
$15 when the additional stores are 
located in different counties. 

An increase of $5 for each store 
in the two classes is provided 
when the number is from 16 to 30. 
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When more than 30 and not more 
than 50 are operated by one 
ownership or control in any 
county the fee is $20 for each ad- 
ditional store, and $30 when the 
additional stores are in different 
counties. 

When chain stores in excess of 
50 and not more than 75 are lo- 
cated in one county the tax is $30 
for each additional store, and 
when operated in different coun- 
ties, $40. When more than 75 
chain stores are operated in a 
single county the tax is $40 for 
each additional store and $50 when 
the stores are located in different 
counties. 

The higher tax for stores lo- 
cated in different counties is one 
of the features of the Florida 
statute which was not involved in 
the Indiana tax case. 


* * 
Wen the 


United States Rubber Company 
began many years ago the experi- 
mental work which _ eventually 
added various forms of latex to 
the materials of industry, the prin- 
cipal thought in mind was that 
liquid rubber might be better than 
dry rubber for some of the proc- 
esses by which standard rubber 
goods were made. This theory was 
ultimately proved to have a sound 
basis, and the new substance made 
a place for itself in the manufac- 
ture of numerous standard rubber 
articles, notably tires. 


WE DO ANYTHING wiTH 
RUBBER 


* 








But as the laboratory work of 
the rubber company proceeded, cer- 
tain qualities in latex were found 
that indicated the possibility of its 
use in the manufacture of various 
products that were in no manner 
related to the rubber industry. As 
time has gone along, one after an- 
other of these uses has been per- 
fected, with the result that an en- 
tirely. new branch of the rubber 
industry has been created. The op- 
erations of this new branch con- 
sist in large part in furnishing 
latex in some chemically modified 
form to meet the needs of various 
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other manufacturing industries 
which formerly did not use rubber 
in any form. 

Processes, formulas and uses 
have been patented as they have 
been developed and many of the 
patents are of a basic character. 
The United States Rubber Com- 
pany has been granted more than 
200 such patents in the United 
States alone, with more than 100 
additional applications pending at 
Washington. 

x * * 


L eather laces! 


Commander Byrd wears them in 
his boots on journeys to the frozen 
poles. The Wilkins expedition 
wore leather laces in the parkas 
when they plunged under the ice, 
into the sea, submarining toward 
the North Pole. W. C. Russell 
Moccasin Company of Berlin, 
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Wis., has some amazing records of 
leather laces that endured miles 
and miles of wear in the boots of 
sportsmen exploring the wilder- 
ness. Adventurous men sometimes 
stake life and limb on the strength 
of a shoestring. Sportsmen of 
snow and ice, the coming season, 
will make sure their boot laces will 
stand the test, before they make 
the thrilling venture. It’s of firm 
fiber hide that the toughest laces 
are made, and the choicest of them 
are cut from the leather by hand, 
to make sure that no weak and im- 
perfect part of the hide be cut 
into the lace. 
*x* * * 


Herbert N. Lape 
says: “The order for 50,000 pairs 
of Lockwedge shoes is one of the 
largest single orders every placed 
in the shoe industry for a feature 
shoe, and we expect more to fol- 
low.” 

Production of Lockwedge wo- 
men’s shoes at the Julian & Ko- 
kenge factory in Columbus will 
start as soon as the lasts arrive, 
and will give employment to 700 
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employees. The Julian & Kokenge 
Company formerly was located in 
Cincinnati. About a year ago the 
company centered its entire activi- 
ties in Columbus. 

Herbert Lape, Jr., is sales man- 
ager and, with his father, was in- 
strumental in closing the Lock- 
wedge deal. Another son, Howard 
B. Lape, is treasurer of the com- 
pany which, for twelve years, as 
the Lape & Adler Co., was the Co- 
lumbus branch of the Cincinnati 


firm. 
x Ok Ok 


Cocorgs Ryan 
of the Boston Herald has a new 
idea: He wants to change the old 
bridal custom. He says: 

“The old custom may be all 
right, but sometimes we wonder 
whether it wouldn’t be infinitely 
more kind if the guests waited un- 
til the couple had been married a 
few years and then threw new 
shoes at them.” 

* x 


* 
dd 
Wat this 


country needs is not the 5-cent 
cigar or the new deal, but more 
leather traveling kits and other 
accessories for traveling and gen- 
eral use,” declares Arthur H. 
Hamel, of the L. H. Hamel Co., 
well known tanners of Haverhill, 
Mass., whose linings are well 
known to hundreds of merchants 
and buyers. 

“This country might well take 
a lesson from England, where 
leather is truly appreciated, not 


STOCKING SHOP 
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only for its durability and service, 
but as most appropriate for mas- 
culine use. Nothing can take its 
place, whether it be for bags, tie 
cases, card cases, slippers, picture 
frames, jewel boxes or the many 
other uses it affords,” says Mr. 
Hamel. He believes that if the 
proposition was given serious con- 
sideration in this country, many 
new fields could be developed, help- 
ful to both tanner and consumer. 
* * * 


Voes can make more 


noise with a steel drum than a 
wooden one, particularly if you 
make it big enough. Neverthe- 
less, the Surpass Leather Com- 
pany, in the interest of accuracy, 
calls attention to an error that oc- 
curred in the copy of their adver- 
tisement in the November 12th 
issue of the RECORDER. 

The ad stated that the liming 
drums used in the tannery are of 
steel, with a diameter of fifteen 
feet. The company explains that, 
as a matter of fact, wooden drums 
are used and their measurements 
are approximately nine feet in di- 
ameter and five feet in width, in- 
side. 
We don’t suppose anybody was 
seriously misled by the technical 
error. It seems to us that the im- 
portant thing is that Surpass 
Leather is showing real enterprise 
in telling the trade, through a 
series of interesting educational 
advertisements, the important facts 
that shoe men should know about 
leather. 








“Got anything in legs a bit more masculine, Buddy?” 
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AT THE CROSS-ROADS of the Shoe and Leather World 




















Opening New Season 


If 100,000,000 Pairs of Shoes Are Normally 
Needed for Spring, Why Not Spread Orders Over 


Four Months Production, Starting in December? 


The National Seasonal Opening 
and Display Week, coming as it does Dec. 6 to 9, 
presents an opportunity to the National Boot and 
Shoe Manufacturers Association to open a new sea- 
son with shoes, samples and selling .at the Commo- 
dore Hotel, New York City. This “display week” 
by the association is a serious effort on the part of 
a group of concerns to start an orderly buying season 
so that the work of shoemaking can be spread over 
a season rather than pushed into the final weeks prior 
to the peak of retail sale. 
The basic idea of spreading the orders is to achieve 
a more normal efficiency of production despite the 
depression. If the industry is to have made up for 
its order one hundred million pairs of Spring shoes 
for selling up to the Easter peak, the spread of that 
production over the months of December, January, 
February and March will’be better achieved by put- 
ting a part of that production into the month of 
December. 
The shoe industry has discovered that because or- 


ders are not spread over the season and that De- 
cember is usually a low production month, oppor- 
tunity is given for sharp-shooters and the like to fill 
in the empty production schedule with bulk orders at 
sub-cost prices. This sharp-shooter competition in- 
jures every regularly operated business in America. 
Some manufacturers have the hopes. that if orders 
could be spread over the four months’ period and 
a fair proportion of them go into the cutting in 
December, fact ies can then measure their capacity 
and operate on cfficient levels instead of rush peaks 
and compromise valleys. 

With some of these things in mind, the National 
Boot and Shoe Manufacturers Association is combin- 
ing its annual convention with the National Seasonal 
Opening and Display Week. In fact, the convention 
has been minimized to the point of where it is limited 
to the annual address of the president, Roger A. 
Selby and the annual report of the managing director, 
Jay O. Ball. 

The twenty-ninth annual convention will open at 2 
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o'clock Monday, Dec. 5, and it is planned to have this 
business session closed at 3 P. M. The entire trade 
is invited to this meeting and is especially urged to 
be present at 3 o’clock when the session will be turned 
over to Frank A. Garside, chairman of the Manufac- 
turers’ Styles Conference Committee. 

The Manufacturers Styles Conference will have ad- 
dresses by leading style authorities and a showing of 
ensembles of the mode—costumes,. millinery, shoes 
and accessories. Shoe mannequins will display the co- 
ordinated dress and reveal the picture of Springtime 
needs in footwear. This Styles Conference, third in 
the line of interpretations of the path of style, for 
Spring, will pick up the color recommendations by 
the tanners, the style specifications by the retailers 
and the coordination for Spring of the manufactur- 
ers. So that on the morning of Dec. 6, the official 
National Seasonal Opening can start with all the 
background of style trend. From that point on, the 
work will be done in sample rooms and in contact 
with merchants and buyers. 


Each display room will have 
in attendance the leading salesmen of the various lines 
as well as manufacturers and executives who want to 
sense the picture of the coming season through con- 
tact with retailers. Sample room spreads will con- 
tinue Tuesday, Wednesday, Thursday and Friday. 

The big get-together will be the twenty-ninth an- 
nual dinner of the National Boot and Shoe Manu- 
facturers Association, to be held Thursday evening, 


NATIONAL SEASONAL OPENING, December 6-9 
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at the Hotel Commodore. As has been the custom 
of the association for many years, the banquet is made 
the social centerpiece of the trade so that all branches 
of the industry may have an opportunity to dine as 
a trade family. 
In invitation to the National Seasonal Opening and 
Display Week, the following manufacturers say: 


Roger A. Selby, Selby Shoe Company : 

“The generally expressed approval of the exhibi- 
tion last year encouraged the association to repeat 
the Seasonal Opening again this year; and a large 
majority of both manufacturers and retailers voted 
for the first week in December. It is believed that 
by having the Opening the first week in December, 
the economies effected and the establishing, of style 
trends early in the season will again justify the 
undertaking. 

“An upturn in business seems already to be indi- 
cated, and forecasts are quite general to the effect 
that in addition to a seasonal improvement in busi- 
ness there is also expected a general improvement.” 

Paul Jones, Commonwealth Shoe & Leather Co.: 

“Our industry is facing more serious competition 
than ever for the consumer’s dollar. We must be in 
a position to offer maximum value and attractiveness 
to get even the dwindling share of that dollar which 
has been coming to us in the men’s shoe game. Every 
factor, therefore, which leads to economical and effi- 
cient production should be taken advantage of, and 
[TURN TO PAGE 48, PLEASE] 
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Lines on Display at New York 


Hotel Commodore, December 6, 7, 8 and 9, 1932 


Wilton, Maine 
Brockton, Mass. 
Abington, Mass. 

.... Brooklyn, N. Y. 


The Abbott Company... . 
Air-O-Pedic Shoe Co... . 

C. H. Alden Co 

American Shoe Company, Inc. 
Amesbury Shoe Co Amesbury, Mass. 
D. Armstrong & Co., Inc Rochester, N. Y. 
Arnold Bros. & Company....North Abington, Mass. 
M.N. Arnold Shoe Co... .. .South Weymouth, Mass. 
Artistic Shoe Co., Inc... . New York, N. Y. 
Ault-Shackford Shoe Co............ Auburn, Maine 
Ault-Williamson Shoe Co _. Auburn, Maine 
Avon Sole Company... ... Avon, Mass. 
Bancroft Walker Company..... Boston, Mass. 
Jas. A. Banister Co Newark, N. J. 
G. H. Bass & Co.... ... Wilton, Maine 
Bates Shoe Company .Webster, Mass. 
Boot and Shoe Recorder New York, N. Y. 
Walter Booth Shoe Co Milwaukee, Wis. 
The Cincinnati Shoe Co .Cincinnati, Ohio 
Edwin Clapp & Son, Inc.... East Weymouth, Mass. 
Clayman Shoe Mfg. Co....... Boston, Mass. 
Commonwealth Shoe & Leather Co.. Whitman, Mass. 
Compo Shoe Machinery Corp. . Boston, Mass. 


J. M. Connell Shoe Co 
Conaway-Winter Co 
W. B. Coon Company 
Cornell Unity, Inc 
Crosby Square Shoes 
Croxton, Wood & Co 
Curtis-Stephens-Embry Co., Inc 
D. & S. Shoe Company 
Deauville-Palatine Corp New York, N. Y. 
Devine & Yungel Shoe Mfg. Co Harrisburg, Pa. 
Dewey & Almy Chemical Co...Cambridge B, Mass. 
Baltimore, Md. 
Dodge, Bliss & Perry Co., Inc... .Newburyport, Mass. 
Doyle Shoe Co. Brockton, Mass. 
Dunbar Pattern Company Brockton, Mass. 
Dunn & McCarthy, Inc Auburn, N. Y. 
DuPont Viscoloid Co., Inc gton, N. J. 
J. Edwards & Co., Inc Philadelphia, Pa. 
Newton Elkin Shoe Co Philadelphia, Pa. 
Enna-Jettick Shoes, Inc Auburn, N. Y. 
Ephrata Shoe Co Ephrata, Pa. 
The Excelsior Shoe Company Portsmouth, Ohio 
Field & Flint Co Brockton, Mass. 


Milwaukee, Wis. 
Philadelphia, Pa. 

Reading, Pa. 
Brooklyn, N. Y. 
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C: P. Foed & Co., Inc.............. Rochester, N. Y. 
A. Garside & Sons.......... Long Island City, N. Y. 
Andrew Geller Shoe Mfg. Co....... Brooklyn, N. Y. 
Gerberich-Payne Shoe Co........... Mount Joy, Pa. 


_.New York, N. Y. 
By Boston, Mass. 
.. Brooklyn, N. Y. 


Golo Slipper Co........ 
Green Shoe Mfg. Co. 


Julius Grossman, Inc... ... 


Morgan Grossman, Inc............ Brooklyn, N. Y. 
Hannahsons Shoe Company........ Haverhill, Mass. 
Hartman Shoe Mfg. Co........... Haverhill, Mass. 
Heel Hugger Shoes, Inc............ Auburn, N. Y. 
Holland Shoe Co................. Holland, Mich. 
Huth & James Shoe Mfg. Co..... Milwaukee, Wis. 
International Shoe Co............ _. St. Louis, Mo. 
Jarman Shoe Co. ................ Nashville, Tenn. 
Johansen Bros. Shoe Co............ St. Louis, Mo. 
Kane, Dunham & Kraus, Inc. ...... St. Louis; Mo. 
Geo. E. Keith Company.......... Campello, Mass. 
The A. S. Kreider Shoe Co........... Annville, Pa. 
W. L. Kreider’s Sons Mfg. Co.......... Palmyra, Pa. 
Laird, Schober & Company....... Philadelphia, Pa. 
Lancaster Shoe Co. ............. Elizabethtown, Pa. 
Leo’s Shoes, Inc.................. Brooklyn, N. Y. 
Marshall, Meadows & Stewart, Inc. .. Auburn, N. Y. 
Charles Meis Shoe Mfg. Co....... Cincinnati; Ohio 
The Menihan Company ........... Rochester, N. Y. 
Meyer Bros. Shoe Co., Inc.......... Brooklyn, N. Y. 
Miller, Hess & Co., Inc.............. Akron, Pa. 
I. Miller & Sons, Inc........ Long Island City, N. Y. 
P. W. Minor & Son, Inc............Batavia, N. Y. 
Baweee Ghee ................... Brooklyn, N. Y. 
National Shoe Co. ................ Auburn, Maine 
A. E. Nettleton Co............... Syracuse, N. Y. 
O’Donnell Shoe Company.......... St. Paul, Minn. 
M. A. Packard Company........... Brockton, Mass. 
Premier Shoe Co., Inc....... Long Island City, N. Y. 
Prospect Shoe Co. .................. Boston, Mass. 
Red Cross Shoes................. Cincinnati, Ohio 
E. P. Reed & Co. ................. Rochester, N. Y. 
Rich-Vogel Shoe Co. .............. Hartford, Wis. 
Rickard Shoe Co. ................ Haverhill, Mass. 
Salerno & Dolce Shoe Mfg. Co., Inc. Brooklyn, N. Y. 
Samuels Shoe Co. .................. St. Louis, Mo. 
Schwartz & Benjamin, Inc. ........ Brooklyn, N. Y. 
The Selby Shoe Co. ............. Portsmouth, Ohio 
Sherwood Shoe Co................ Rochester, Mm. Y. 
Shoe Form Co.,Inc................. Auburn, N. Y. 
Sinoe Style Digest................... Boston, Mass. 
OS eee Boston, Mass. 
Stacy-Adams Co. ................. Brockton, Mass. 
The Stetson Shoe Co., Inc. . .South Weymouth, Mass. 
The Stewart & Potter Co.......... Brooklyn, N. Y. 
Chas. W. Strohbeck, Inc........... Brooklyn, N. Y. 
The P. Sullivan Shoe Co........... Cincinnati, Ohio 
N. B. Thayer Shoe Co.......... E. Rochester, N. H. 


SEE 
THE 
NEW 
STYLES 
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FARE AND ONE HALF 


To New York and Return For National 
Seasonal Opening and Shoe Display Week 


yuaine the National Seasonal Opening in New 
York, December 6th to 9th, 1932, Passenger Asso- 
ciations in the United States and Canada have granted 
a special reduced transportation rate of one and one- 
half fare, 30 days return limit. The procedure of secur- 
ing reduced rates is outlined as follows: 

Question: What is the special rate? 

Answer: To New York and return for one and one-half 
the regular one-way fare. 

Question: What should I ask for at the time of purchas- 
ing ticket to secure this special rate? 

Answer: <A “Convention Certificate”, at time of purchase 
of regular one-way ticket to New York. 

Question: Willa receipt do when I purchase my ticket? 
Answer: No. It is necessary to secure a “Convention 
Certificate” indicating that the purchaser of the ticket is 
going to New York to attend the Convention. 

Question: What dates may tickets to New York be pur- 
chased and Certificates secured? 

Answer: From December 2nd to December 8th. 
Question: o I secure a round trip ticket? 

Answer: No. The return trip ticket will be sold at one- 
half the regular fare rate over the same route returning, 
if Certificate is validated. 

Question: How do I get Certificate validated? 

Answer: Immediately upon your arrival, leave the Cer- 
tificate with your name at the Information Desk on the Mez- 
zanine floor of the Hotel Commodore. The Certificate will 
be validated and you will then be privileged to buy a ticket 
returning at one-half the regular fare. 

Question: When can Certificates be validated? 

Answer: Any time between December 5th and 9th. 
Question: What is the return limit on tickets? 

Answer: Up to thirty days from the time of the date of 
purchasing the ticket to New York. 

Question: Are Certificates issued at all railroad stations? ° 
Answer: No. Some stations do not have “Convention 
Certificates”; and it is therefore advisable to make arrange- 
ments for your transportation in advance. 





United Last Company............. Brooklyn, N. Y. 
United Shoe Machinery Corp. ........ Boston, Mass. 
United States Shoe Corp......... Cincinnati, Ohio 
Vim-Ode Shoemakers .............. Boston, Mass. 
WR ks ee scene St. Louis, Mo. 
Vulcan Corporation ............ Portsmouth, Ohio 
Walkin Shoe Co. ................. Brooklyn, N. Y. 
Walk-Over Shoes ................ Brockton, Mass. 
Wall Streeter Shoe Co. ....... North Adams, Mass. 
C. V. Watson Company.............. Lowell, Mass. 
Martin Weinstein Shoe Co.......... Brooklyn, N. Y. 
Willits Shoe Company ................ Halifax, Pa. 
A. N. Wolf Shoe Company............ Denver, Pa. 
E. T. Weight & Co., Inc. ........ Rockland, Mass. 
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THES TORE 
DECEMBER 


Now for a stren- Run a BIG gift 
uous drive to get 9 ad in tonight’s 








MAKE IT A FOOTWEAR CHRISTMAS 


Four weeks left for Christmas promotion, and 
Christmas should be the keynote for your December 
selling plans. Here is a day-by-day calendar which 
you can follow literally or adapt to your own par- 
ticular business. The important thing is to follow 
through consistently every day in the month, omit 
no detail that might add extra sales and make this 
closing month of 1932 contribute its maximum of 
potential business to the year’s total. 


every possible 
dollar’s worth of holi- 
day business. You must 
advertise _ vigorously. 
Keep your window dis- 
plays interesting and 
change them often. 
And watch your in- 
terior displays. 


paper, for Satur-— 
day’s selling. And if 
you have not used a 
circular recently, get 
reprints of your. news- 
paper ad and have 
them distributed from 
house to house tonight. 





Four Saturdays 

before Christmas 

—make every one 
count! Have you plen- 
ty of extra help for 
these big shopping 
days? In addition to 
your “gift” lines, there 
should be a good foot- 
wear special each Sat- 
urday. 











’ An attractive 
mailing card or 
circular playing 

up your hosiery lines 
will help sales. Em- 
phasize the “hosiery 
by the box” idea, and 
make a strong play for 
telephone and mail 
orders. Mention mer- 
chandise certificates. 





If you’re adver- 

tising several 

times during the 
week don’t try and list 
all of your gift items in 
every ad. You can’t do 
it in limited space and 
make any one thing 
stand out. Try devot- 
ing each ad to one 
item or line. 





Change your win- 

dows today, re- 

arranging your 
gift displays so they 
will not appear the 
same to those who saw 
them a week ago. A 
good plan is to make 
a feature display of one 
gift item or line each 
time you change trims. 


How are you dis- 
playing Hosiery in 


the store? This | | 


is your biggest selling 
gift line and should 
have a very special dis- 
play. An _ attractive 
holiday booth built 
over the hosiery coun- 
ter will help. Feature 
hosiery by the box 





price ranges are 

going to be the 
big sellers this year. 
Why not play u 
“What $1 Will Buy” 
and “What 50c. Will 
Buy” in your ad tonight 
for Saturday selling? 
Many accessories items 
can be offered at these 
prices. 


9 Gifts in the lower 


Have you a 
10 good footwear 

special in the 
window for today? And 
is every gift in the 
window plainly priced? 
With many Christmas 
purses re thin, it’s 
doubly mportant to 
congiades price. 














When you 
19 change your 

windows 
around today why not 
put the emphasis on 
house slippers? You 
have plenty of good 
values. Play them up 
in the windows with 
“talking” cards that 
will make it clear they 
are bargains. 





—— your 
1 3 stocks of 

“gift” items. 
If any of ll are not 
selling, now is the time 
to begin to apply sell- 
ing pressure so you will 
not have them on hand 
after Christmas. If you 
have any overstocks 
use these items for 
window specials. 





A mailing card 
1 . n-~¢ slip- 


our 
customer Pp iist willbe 
worth its cost this 
week. Perhaps you’ve 
had an ad on house 
slippers that can be re- 
printed as a circular 
and sent out with a 
letter. 
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CALENDAR 


A Working Calendar for 


Busy Merchants to Produce 


More Profit through Planning 








If you have a 
1 5 list of business 

men it might 
be worth while to send 
them a letter suggest- 
ing that Hosiery or Gift 
Certificates make ex- 
cellent gifts for em- 
ployees they wish to 
remember. Many stores 
get a lot of this busi- 
ness. 


Tonight's 
16 newspaper ad 

should be your 
largest ad of the holi- 
day campaign, and it 
should play up in a 
BIG way all of your 
gift items. If you can 
incorporate one or two 
good leaders in the ad 
it will help. 


Today will be 
17 the BIG shop- 

ping day. Be 
ready for it! Have your 
windows just as inter- 
esting as you can pos- 
sibly make them. And 
be sure that every dis- 
play is a SELLING dis- 
play. 


cs 
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This is the 
19 clean-up week 

for gift lines. 
In today’s windows 
give prominence to the 
items on which stocks 
are long. And don’t 
make your trims elabo- 
rate. You'll be want- 
ing to change your 
trims every day this 
week. 


It is not too 
9 late to get out 

a Striking mail- 
ing card headed “LAST 
MINUTE SUGGES- 
TIONS” on which are 
listed in a brief way 
the gift lines most like- 
ly to appeal to last min- 
ute shoppers. Be sure 
and invite telephone 
orders. 


Your news- 
9 paper ad for 

tonight should 
be in the nature of a 
Clearance ad, and 
should put over very 
definitely the idea that 
you're cleaning up the 
last of your gift stocks 
and that there will be 
some bargains. 








Make tonight’s 
93 ad a clearance 
affair playing up 
“Last Minute Bar- 
gains,” and be sure to 
feature some footwear 
in it. It might also be 
worth while to play up 
Party Slippers promi- 
nently for holiday oc- 
casions. 


Last business 
9 4 day before 

Christmas. 
Make it a clean-up day! 
Feature all little odd 
lots of gift merchandise 
in the windows, and at 
prices that you can be 
sure will close them 
out. Take out holiday 
window trims tonight. 











You'll not be 
9 busy today. 

And a good 
thing too, for you'll 
need today to get the 
store back to normal 
after the holiday sea- 
son. Be sure all the 
holiday trims and signs 
are removed. 





In tonight's 
98 papers adver- 

tise “A Year- 
End Clean-Up of Foot- 
wear.” Go through 
stocks today and see 
what yqu can find that 
ought to be converted 
into cash before Jan. 
Ist. Then put selling 
prices on all such items. 





You had better 
9 9 make a careful 

and thorough 
examination of stocks 
(including the stock- 
room) today to make 
sure you have not over- 
looked any gift items 
that ought to be out on — 
display. 











Aholiday, since 
96 Christmas this 

year came on 
Sunday. Forget about 
the shoe business for 
one day, so you can 
come back to the store 
tomorrow with new 
zest to make the last 
week of 1933 a good 
one. 





Put in sale 
99 windows this 

morning to 
back up your “Year- 
End Clean-Up.” If your 
stock check turned up 
many small lots put 
them in the windows 
with signs saying “Just 
12 Pairs of These! Rare 
Bargains at $2.95.” 





Have you given any 
30 thought to January? 

Have you made any 
plans for getting business 
that will start the new year 
off with a bang? If not you 
had better get busy. 


Last Saturday of 
31 the year. Your 
Clean-Up Sale 
should help make it a good 
day. Before you close to- 


night re-trim your windows 
for New Year’s Day. 
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Sport Shoes au Summerweights 


At the recent N. S. R. A. Styles 
Conference, held in New York early this month, a 
suggestion was made for a men’s “Summer Shoe 
Promotion,” the purpose being to try and bring 
about an increase in volume of men’s shoes sold dur- 
ing the Summer season of 1933. The idea received 
further consideration at a meeting of various style 
leaders and others held on Thursday of last week. 

The men’s shoe industry stands in need of con- 
structive promotional effort and insofar as this Sum- 
mer Shoe idea is sound and hopeful, Boor AND SHOE 
RECORDER is for it 100 PER CENT. The REcorDER 
believes such a promotion can be made to contribute 
something to the sum total of men’s shoes sold at re- 
tail, PROVIDED the proposal is carried out in the 
right way. And, nowadays, every single extra pair 
of men’s shoes is important. 

The ReEcorDER also believes, however, that the so- 
called Summer Shoe idea, in the form in which it has 
been outlined up to now, contains elements of danger. 
It can easily prove a BOOMERANG to the men’s 
shoe industry and defeat the very purpose which it is 
ostensibly intended to promote. 

In the words of a distinguished publicist, “let’s look 
at the record” on this Summer Shoe proposition. 
Early in 1923, when the acceptance of the oxford type 
of men’s shoe was beginning to have an unfavorable 
influence on the volume of men’s pairs sold at retail, 
the idea was conceived of bringing out a new type of 
men’s shoe, designed specifically for Summer wear, 
to be known as the Summerweight shoe. The men’s 
shoe industry got behind the project enthusiastically 
and it was vigorously promoted by the leading trade 
publications, plus a campaign of newspaper publicity. 
The Boston papers carried feature stories, with illus- 
trations of the Governor of Massachusetts receiving 
a pair of Summerweights, and a large amount of 
publicity material and advertising appeared in the 
newspapers of other cities throughout the country. 

Backed by such widespread support, the Summer- 
weight Campaign got away to a good start and 
seemed at first to hold much of promise for the men’s 
shoe industry. But before long difficulties were en- 
countered. A great many retail shoe merchants 
sensed a possibility of danger in the promotion of a 
“‘Summerweight” shoe, for which some over-zealous 
advocates had adopted the unfortunate term 
“Featherweight.” Consumers didn’t respond in quite 





A Message to the Men’s Shoe Industry 


the way that the trade had anticipated. Some manu- 
facturers went a little too far, perhaps, in their at- 
tempts to lighten the weight of the shoes, with the re- 
sult that service was unsatisfactory and retailers re- 
ceived complaints that called for adjustments, costly 
alike to the store and the factory. 

Despite these mishaps, there were many in the in- 
dustry who felt that the idea, in itself, was sound and 
constructive and in the years immediately following 
courageous efforts were made to correct the initial 
errors and make the Summerweight shoe a definite 
and permanent factor in the merchandising of the 
men’s shoe industry. Here and there these efforts 
were successful. Some stores were able, through 
effective and well planned promotions of their own, 
to sell a considerable and substantially profitable num- 
ber of these shoes. Viewing the project as a whole; 
however, and in- the light of the experience of the 
great majority of men’s shoe merchants and manu- 
facturers alike, the record shows that the nation-wide 
promotion failed. 


l failed, moreover, in a period 
when the average man was far more responsive to a 
sales appeal, intended to persuade him to buy an extra 
pair of shoes than the average customer is today. 
Summerweight shoes are still sold, in a relatively 
small volume to men who favor a light, flexible, com- 
fortable shoe. But the attempt to revolutionize the 
habits of American men, to make them wear a kind 
of shoe that the majority of them didn’t wish to wear 
with the object of making an industry more prosper- 
ous has been abandoned for the reason that such a 
thing is economically unsound. 
Fortunately for the men’s shoe industry, there’s 
a sequel to the story. Something came along which 
has succeeded, in a large measure, in doing for the 
men’s shoe trade in Summer the very thing the 
Summerweight was meant to do. This something 
was a Sport Shoe. There was this important dif- 
ference, however, that the Sport Shoe was a nat- 
ural, logical, consistent style development in men’s 
footwear instead of something artificially created 
which served no actual need. . The Sport Shoe 
synchronized perfectly with the natural trend in 
men’s apparel, the trend toward informal sport 
types of clothing, which, in turn, reflected the grow- 
ing interest in outdoor activities and the outdoor 


life. 
[TURN TO PAGE 50, PLEASE] 
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NDUSTRY needs 9 rallying point. Shoe stores 
I crecwtere have the right shoes. at the 
Price, in the right selection: 
wide ec nt initiative. We believe that ia is pos. 
sible for the shoe industry to do as well as has been 
‘dove by the automobile industry 
John H. VanDeventer. editor of from Age, reports 
“The American Automobile industry is now mak- 
most drive against 810" that 


The automobile industry is keen and hard heated 
{1 kmows it must spend money to make money.” 


Iris 

dollars into sales efforts of an 

lcled magnitude for the purpose Of breaking 
impasse 
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THE LOCKWEDGE SHOE CORPORATION of 


America is privileged to announce its appointment as 


exclusive distributor in the UNITED STATES of 


LOCKWEDGE 

















= 


When writing advertisers please mention Boot and Shoe Recorder 
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SHOES 


Designed and Approved by 


DR. M. W. LOCKE of Williamsburg, Ontario 


Lockwedge Shoes have benefitted The Lockwedge Corporation of 
thousands of men and women from 
the United States who have 
attended the widely-known clinic 


of Dr. M. W. Locke at Williams- 


America will sell Lockwedge 
Shoes only to leading merchants 
in the United States who are qual- 
ified by past experience and record 


burg, Ontario, Canada. ° 


These men and women have 
waited four to six months to secure 
their second and additional pairs 
of Lockwedge shoes. They will 


wear no other! 


This situation creatéd a real de- 
mand for the manufacture and sale 
in the United States. 


to insure the proper fit of these 
“wonder shoes’. 


To assure quality, production, 


style and fit, The Julian & Ko- 
kenge Company of Columbus, 
Ohio, were selected as manufac- 
turers of the Women’s Lock- 
wedge Shoes. 


FIELD and FLINT CO., of Brockton, Mass., have been 
selected to manufacture LOCK WEDGE SHOES for Men. 


ute Se THE LOCKWEDGE SHOE 
CORPORATION of America 


WIL RiHSBUNG ONY GAIA ~ ; 
REG.U 8 PAT. OFF. Suite 1018-1019 Beggs Building © Columbus, Ohio 


When writing advertisers please mention Boot and Shoe Recorder 
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—Why do rivers flow by the big towns? 





—Which came first, the chicken or the 
egg? 

—It is difficult at times, I'll admit, to 
differentiate between cause and effect; but 
when it comes to the relationship of less- 
ened purchasing power and unprofitable 
prices for merchandise, I have a fixed 


idea. 


—It is my opinion that reduced pur- 


eR Ore may: ars 


chasing power has not caused cut prices; 
but rather that cut prices have greatly 


damaged purchasing power. 






—Unbridled competition is the most 
destructive factor in the present-day eco- 
nomic situation. The slashing of prices to 


meet competition, often imaginary, brings 





Sect 











WHAT ARE YOU 


Going to Do About It? 





Sa x ea 


PRESIDENT, BOOT AND SHOE RECORDER 






about lower wages, and lower wages in- 
variably lead to unemployment. 


—Therefore I believe that the problem 


of prices and profits rests entirely in the 


hands of manufacturers and retailers who, 
after all, are the ones who fix prices and 
should know how to figure profits. 


—As soon as manufacturers and retail- 
ers decide that they will not sell goods at 
a loss, but will insist on at least a living 
margin of profit, just so soon will wages 
rise, unemployment decrease, and normal 


times return. 


—And it’s all within the control of the 
producer and distributor. 


—The public always pays the price. 





3 


x 








Boor BE 
combining THE SHOE RETAILER, Nov. 26, 1932 



















Pe igteties desis" 





















Ce i a a ec ITY Ss ce se 


Boot AND SHOE RECORDER 


eombining THE SHOE RETAILER, Nov. 26, 1932 

















SPECIAL 
FEATURES 


Special Non-Skid Construc- 
tion assures greater walking 
comfort and security. 


Will withstand the hardest 
use over a far longer period 
than ordinary rubber heels. 


Only Firestone’s unlimited 
resources make possible the 
quality of these rubber 
heels, 























Qe LAST... 

rubber heels that are actually 

made of NEW, live, resilient RUBBER! 

Firestone Imperials cost no more than or- 

dinary rubber heels . . . yet they are designed to 

assure the utmost in Style and Perfect Tread. Backed 

by the famous Firestone name ... which means a ready 
acceptance and a valuable selling point. 


Specify Firestone Imperials . . . they will add prestige and 
extra sales value to your line! 


FIRESTONE FOOTWEAR CO., HUDSON, MASSACHUSETTS 
; irestone 
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INSURES 

































UNIFORMITY OF COLOR 


A new tannage—the result of three years’ research—now assures a 





colored kid leather on which you can confidently standardize. 


The top color, or apparent shade, remains final and permanent in the 
finished shoe. This is because the color is uniformly struck through the 
entire fibre of the skin, from surface to back. 


You will find, also, an unusually uniform grain extending all over each 
skin—and worked out clear to the edges. 


By use of EVANS COLOR 101 uniformity of color is obtained in all 
sections of the finished shoe—heel cover, tip, quarter and vamp. 


We welcome the opportunity of convincing you by demonstration. 


JOHN R. EVANS & CO., campen, New JERSEY Blithe Sea 

















Standardize on 
Cvane Brandi 


When writing advertisers please mention Boot and Shoe Recorder 
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THE EDITOR'S OUTLOOK 


November 26, 1932 


(aMEZ fle dower 


Editor 


Copyright 1932, Boot and Shoe Recorder Publishing Company, Division of United Business Publishers, Inc., New York 











The Key to Profit in Shows 


The best story of the month is about 
the four shoe buyers who came from the west and 
registered at a New York hotel. They were assigned 
to rooms on the forty-fifth floor. They then spent an 
exceedingly busy day in sample rooms and factories, 
followed by dinner and theater. Returning to the 
hotel, they found a sign across the elevator door read- 
ing: “Elevators not running—inspection and re- 
pair.” The optimist of the party then made this sug- 
gestion: That they would walk up the forty-five 
flights that Bill would sing them up the first fifteen ; 
Henry would tell stories for the next fifteen and that 
Max could worry them up the final fifteen. So they 
started off. They sang songs for the first fifteen 
floors and then told stories and wise-cracked for fif- 
teen more—when the optimist said: Now, Groucho 
Max, it’s up to you to worry us up the final fifteen.” 
Max replied: “Fellows, begin worrying at once. I 
forgot the keys. They're at the desk on the main 
floor.” 


The parallel to this story is—the song of style 
carried the shoe trade along fifteen months during 
the depression. The story of price some fifteen 
months longer and now that we are on the last part 
of the climb, many of us have forgotten that the 
key to profits is back at the point where we started 
from—“shoes with a se.’ The key to the 
lock on the door to profits is at the very foundation 
of the structure of footwear—shoes that are built 
to certain principles of foot functioning and that 
necessitate more than just slap-dash shoemaking. 
Shoes that in stores necessitate sound, serious sell- 
ing and not the slap-dash selling that comes with 
style and price alone. 

The foundation of good business in every factory 
and in every store is built on “shoes with a pur- 
pose.” Greater emphasis on these shoes at this 
time means profit obtained and maintained. Many 
a factory and store, endeavoring to climb by price 
and volume alone are finding out that they have 
reached the point of financial and mental exhaus- 
tion and that there is no profit in it. Other stores 
are just beginning to realize that by selling one or 
more principles of foot-functioning interest they are 
re-creating a living business that permits a reason- 
able profit over and above all expenses. 


If there is no profit in style alone and there is no 
profit in price alone, then where is there a profit in 
shoes? It is in those shoes that are well built and 
which have a purpose that can be told to the public 
over the fitting stool with such conviction as to re- 
sult in a better price at retail and one adequate to 
cover the costs of doing business—with a small 
profit besides. 

This, then, is the key to new shoe business of the 
new year ahead. The shoe industry has been 
quickened to a new appreciation of the fundamen- 
tals of feet and the inevitable promise in 1933 is 
better shoes and better fitting and better service to 
the American public. : 


The merchant who is trying to run a business on 
virtually a shoestring of ready cash and hopes of 
credit is going to say when he has read this far: “I 
acknowledge the need for such a background in my 
business, but it means an investment in a well-bal- 
anced line, plenty of sizes and widths; and I haven't 
got the money.” That answer is true of businesses, 
large and small, everywhere. What’s to be done 
about it? 


lt it is true that you must have a 
foundation to your business of shoes that really nets 
you a profit because of the added service that you 
can give in fitting, why, it is up to you to start climb- 
ing again with the resources at your command. A 
going business has got to have shoes for daily oper- 


ation. See to it that you change your proportions 
so that you can put more emphasis on “shoes with a 
purpose.” A few shoes, with well-thought-out sell- 
ing points, give to the shoe fitters an opportunity to 
convince the public that it is better to pay a dollar or 
two extra and get a shoe that does something than to 
buy merely a foot covering. 

We are in a very practical age and the public can 
be convinced over the fitting stool of the usefulness 
of footwear. If in-every 100 pairs of shoes sold 
you notice an increased sale of “purpose shoes,” day by 
day, week by week, month by month, then you are 
building for yourself a business that will stand on a 
foundation of customers who must return. 
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Now for a Little Night Life— 


Sandals outnumber pumps three to one at opening 
events of the season. 


The slipper with smart acceptance is the intricate 
sandal. Still cut-out, though not so much cut-down, 
the two slippers directly above are typical. Closed 
effects are sponsored chiefly by older women. 

Pumps are divided between the plain crepe or satin 
opera pump, the opera with brilliant ornament and 
trimmed sandal effects. 


With Horse Show Week and the 
Opening of the Opera, the Formal 
Season Gets Off to a Good Start 


By RUTH HARRINGTON 


O, the fashion calendar 
these two nationally known events—the Opera open- 
ing and the Horse Show—always mark the begin- 
ning of formal evening affairs. This year the bril- 
liance of these two occasions should be encouraging 
to stores whose evening business has been slim in the 
past two years. 

Socially and fashionably Horse Show Week was a 
great success. It was like the good old times in the 
Garden. Society banded together to put its best 
clothes on and its best foot forward. The opera 
season—though one-third shorter this year than last 
—hopes to make up in quality what it may lack in 
quantity. In Paris, in New York, in every fashion 
center of the world, a real effort is being made to 
bring back the gay days. Shoe stores can do their 
part in this program of stimulation by showing color- 
ful evening displays. 

By this date evening slippers are pretty well bought. 
The average department is ready with dyeables, gold 
and silver slippers, a scattering of velvets, Paisleys 
and colored antelope. In this article we are suggest- 
ing some slants on selling these shoes in stock by 
tying them in with the evening fashion picture. 


Play Up Two and Three Tone Dyeing 


On gala nights at the Horse Show, the first thing 
we noticed was the variety of color schemes carried 
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And Some Evening Slipper Sales 


out in the smartest shoes. Sandals were developed 
in two, three and sometimes four different shades, 
broken up in small, brilliant patches of color like a 
mosaic. Gold and silver were used together with 
black and sometimes another color. Paisley brocades 
were combined with gold and silver kid and a tinted 
fabric. Vari-colored strips of antelope were a high 
note. 

The sandal lent itself best to this treatment, since 
the various colors can be so gracefully worked into 
the various sections of the design. But the idea was 
also carried out in pumps, with heele, ornaments and 
trims contrasting in color. The one-color or one- 
fabric shoe was in the minority. With the extremely 
long skirts, the appearance of a solid colored shoe 
looked crude by comparison with these new jewel-like 
color schemes. 

If dyeable shoes in plain fabrics are your stock-in- 
trade, how can you give them this new look? By 
suggesting two, three or sometimes four-tone dyeing. 

Work out with your customers a color scheme that 
will go with two or three dresses. It’s an economical 
idea and it’s a smart one—an ideal combination. 

Suppose, for instance, a woman has a hyacinth 
blue dress. Instead of a shoe tinted to match, sug- 
gest the possibilities of a slipper in fuchsia, violet, 
and a deeper blue. If she has a white dress or a black 
dress in her wardrobe, this shoe will go equally well 
with them. And it will give each costume a touch 
of fashion distinction. - 


Dyeing shoes has made great 
progress in the last season or so. The two and 
three-tone dyeing idea has infinite possibilities. The 
manager of a shoe shop which does particularly well 
with tinting tells us that he gets some of his ideas for 
color combinations from studying tropical fish! He 
shows a number of these gay color schemes in his 
windows—and gets attention. In the last month many 
stores have found that they can do a presentable job 
on dyeing velvet and even antelope. Macy’s is one 
of the stores that show white antelope for tinting. 
We are finding out that lots of things are possible 
these days that were impossible before! 

A group of stores has been featuring slippers with 
bows and heels to match. This idea has been going 
over particularly well in slippers for the “Don’t Dress 
Costume.” We saw two girls at the Horse Show do- 
ing a sister act in slippers like this. Both wore black 
crinkled crepe dresses and black velvet wraps. Both 
had black crepe slippers, but one wore red bows and 

[TURN TO PAGE 72, PLEASE] 


In slipper materials, dyeable fabrics are of first im- 
portance. Two and three-tone effects in combinations 
of materials the newest. Some stores are successful with 
dyeable velvets and antelopes. 


Gold and silver kid is improving its position. Metallic 
slippers in both leather and brocade fit in with metallic 
— in evening clothes (see metal brocade dress 
above). 


Multi-colored Paisleys, bright colored antelope and 
colored velvet are smart though not of volume interest. 


The photograph above shows Mrs. James Snowden and 
Mrs. Robert Herndon, both in evening costumes from 
Jay Thorpe. The velvet evening ensemble with a short 
jacket is a favorite of this season. Feather boas in coq 
and ostrich are much in evidence. 








Ingenious Planning Can Produce 


Unusual Windows 
at Moderate Cost 


F one makes a survey 
of the shoe windows on Fifth Avenue, Broadway, 
34th Street or any of the other important shopping 
thoroughfares in New York where there are many 
retail shoe establishments, one cannot help but be 
impressed -by the'great*variety of beautiful and color- 
ful effects in window decoration that are obtainable 
at a relatively moderate outlay. This may be attrib- 
uted in large measure to the prevailing simplicity of 
present-day window trims plus the great variety of 
materials now available at small cost for use in build- 
ing effective displays. 

The shoe windows of State Street, Chicago, or of 
any large city of the East, West, North or South will 
reveal much the same thing. While these windows 
reflect nothing of cheapness to the casual observer, 
it is nevertheless apparent to the accustomed observer, 
first, that the display man has practiced economy, in 
conformity with the trend of present-day budgets, 


A rubber footwear window display by Gimbel Brothers, New York, that is novel and different, yet not beyond the reach of the average 
shoe store in which budgetary considerations are of prime importance. 
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Best Effects Are Often 
@ = Obtained by Well Planned 


Use of Simple Elements 





THIS WEEK’S WINDOW IDEA 
A First Snowstorm Display 


yore weeks ago we suggested a rubber footwear 
window in the early Autumn to focus attention on 
this important line of shoe store merchandise co-in- 
cidently with the beginning of the Fall rainy season. 

Now we believe it is time to follow up with a second 
promotion on rubber footwear early in December, when 
many sections of the country will be experiencing their 
first heavy snowfall of the season. Some cities have 
already had heavy snow, suggesting the possibility of 
an early Winter. It is an excellent idea to have a rubber 
footwear window ready to put in on short notice. 

Give your rubber footwear window a style background 
to overcome the tendency on the part of many to make 
the old overshoes serve another season. Show the new- 
est novelties and point out their connection with the 
new coat and garment styles. 

Stress also the health appeal and the fact that it’s 
real economy to protect health by proper footwear. 
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WHITE 
Kid sn 1933 








No. 81—F. B. & C. White Glazed Kid— 










Extensive volume orders have already been 





placed with us by manufacturers who automatically look to Amalga- 


mated for “the last word’”’ in white kidskin. 


White style predominance is naturally paralleled by Amalgamated 





preference. ~ 


It is important to both manufacturer and retailer to order early. 


Cmalgamaled Leather Companies Sne. 


WILMINGTON, DEL. 
84 GOLD ST., NEW YORK 
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An effective window used by |. Miller in New York and exemplifying an effective and altogether admirable use of simple elements to 
produce a pleasing effect. 


and, second, that he has tempered his enforced econ- 
omy with a rare degree of ingenuity, so that the 
result is in all respects pleasing and satisfying. 
Indeed, it is in the photographs that come to our 
attention from time to time from the smaller centers 
that we observe the greatest evidence of extravagance 
in present-day window displays, and, oddly enough, 
these displays seem rarely to achieve anywhere near 
the happy effects that are found in the simpler and 
more restrained types of windows which are now 
becoming almost the rule in the larger department 
stores and the more outstanding specialty shoe shops. 


. and then, of course, an 
occasion comes along when it is eminently desirable 
and indeed essential to indulge in a splurge, and to 
do something rather spectacular in order to put over 
some special promotion. The shoe store that is on 
the alert and that plans its promotions well in advance, 
assigning to window displays and advertising their 
rightly coordinated functions in every promotional 
plan, can take advantage of many favorable oppor- 
tunities to produce really beautiful and unusual dis- 
plays at a moderate expenditure. Often this can be 
done by cooperating with an apparel house or with 
some other business firm so as to make it possible to 
utilize garments, furnishings or other properties in 
the creation of unusual window effects. 


A few weeks ago I. Miller & Sons launched a bril- 
liant promotion of evening footwear in their Fifth 
Avenue store and, to provide a fitting background for 
the exotic beauty of their exquisite formal slippers, 
collaborated with a steamship company which loaned 
rare tapestries and other examples of oriental artistry 
and craftsmanship from its extensive collection. The 
result was a series of window displays that were 
gorgeous in the extreme and probably could scarcely 
have been duplicated except on some such cooperative 
basis. The steamship company received credit for its 
part in the display and this was given in a manner 
that in no wise detracted from the effectiveness of 
the store’s own promotion. 

Cooperation of a similar nature, which will make it 
possible for the store to avail itself of much material 
that could be obtained in no other way, is possible in 
practically every city and town and can be arranged 
if the individual in charge of the window displays 
plans his windows far enough in advance to arrange 
for the loan of material when it is needed. These 
cooperative displays should not be resorted to very 
frequently, for, needless to say, the best idea can be 
worked threadbare by too frequent repetition. 

Going back to the subject of economy in window 
displays through simplicity of material and treatment, 
the two illustrations which accompany this article are 
excellent examples of this sort of treatment. The 

[TURN TO PAGE 80, PLEASE] 
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No. 874—Skokie Last, Brown MEN’S KING B 
Storm Calf. GRO-CORD Sole . GRO-CORD 


and Heel. Price $3.35. 5 colors. Sizes, 6 to 18. 9- pa? 


Iron edge, raised knobs, 13 to You insure yourself a 
iron. Bevel breast heel, 


te-taeh high. greater volume of _busi- 
ness if you insist your 
shoes have GRO - CORD 


DO YOU HNOW?........... == 


that your easiest selling shoes are those with distinctive features? In 
fine shoes, it may be individual patterns used for every width in 
every size and half size. In other instances it may be the insole con- 
struction for supporting the arches to yield greater foot comfort; or 
the non-slip features so essential against slipping hazards in industry 
or in golf. 


GRO-CORD soles and heels supply that extra wear-value and non- 
slipping efficiency, which give you something, plus shoes, to sell. 
You sell greater economy and extra reinforcement at points of great- 
est wear. 





Boy Scouts and Girl Note: In a day of changing Safety engineers in 
Scouts of America values, Gro-Cord quality re- many industries : 

officially adopted mains as always . . .| Courage workers longest wearing sport sole 
GRO-CORDS. uniformly high grade, wear GRO-CORDS. and heel .. . slip-proof, 


water-proof. 


THE LIMA CORD SOLE AND HEEL CO. 


LIMA, OHIO 
When writing advertisers please mention Boot and Shoe Recorder 
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HEAVY WEIGHTS 


New Challengers for Championship 
Honors in Men’s Winter Shoes 


Fie years ago a rather mild amount 


of interest was created by the introduction of very heavy oxfords 
—made in England—which was practically one complete shoe 
made over another. In reality the wearer had two full soles, two 
thicknesses of uppers, in a shoe that looked as though it would 
never wear out. Only a small number of these shoes found their 
way to customers’ feet, however. 

Nearly all manufacturing concerns added a shoe of this type 
to their line, more to show they could make such shoe and to 
contrast this type of merchandise with their lighter shoes than for 
any other reason. Such merchants as bought this extremely heavy 
shoe bought it more as a window feature shoe than one on which 
they expected to make money. 

This Fall a distinct trend toward these very heavy shoes may 
be charted. Even this early in the season, a number of retail 
stores have discovered that they have underbought on their double 
soled grains. All indications point to a considerable volume of 
sustained sales on this type footwear right through the Winter 
months, in all grades. That is the interesting feature of this 
present trend, the fact that these shoes are selling well in the 
$3.50 retail prices and also in the $10 and $12.50 grades. 

In checking with many buyers of men’s shoes, some interesting 
angles were uncovered. Perhaps the most important one comes 
from the experimental study of a very keen buyer—one who must 
be right, for when he buys, he buys. Late last Summer fairly 
heavy shoes were “planted” in several widely separated stores to 
get the customer reaction. It was noted that the men would size 
up the shoe appraisingly, for the shoe looked like a lot of leather 
for the money. Then they would slip the shoe on and stamp their 
foot down. From facial and vocal expressions it was plainly 

[TURN TO PAGE 53, PLEASE] 


At the left, top to bot- 
tom: 1. Heavy oily grain, 
unlined vamp, oil treated 
soles; 2. Heavy oiled calf, 
Stormwelt, oil treated 
sole; 3. Boarded calf, 
grain or cordovan, extra 
heavy welting; 4. Double 
construction type, two 
full soles, full leather lin- 
ing. Right, Heavy grain 
full brogue, usually made 
with two full soles. 
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eS piping and stitching, 18/8 Louis Heel. 
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oud piping and stitching. $2.50 
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ia No. R728. Brown kid, side laced ox- 

as. 


ford, Lizard trim, 19/8. Touts Hel. 
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e No. R724. Dull kid pump, white pip- 
ing and stitching, 18/8 Louis oar 


No. R725. Same in brown kid, beige 
piping and stitching. $2.45 


Suzanne 








Ne. R729. Dull kid oxford, genuin 
Lizard trim and white piped, 16/8 
Cuban Heel. $2.65 







No. R730. Same in brown kid, gen- 
uine Lizard trim and beige piping. 
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AT THE 


McALPIN 


NEW YORK... 


HOTEL 


. DEC. 6 to 9 


See this complete line of 
fast styles—both in-stock 


and make-up 
TO RETAIL 


$3.85 to $4.95 


No. 





No. 726 Dull 

Lizard. trim pump, 

18/8 Louis Heel. 
$2.45 


brown 
trim. 








kid, 


727. Same in 


kid, Lizard 
$2.45 


Put YOURSELF on equal footing 





ture. 


In Stock, AAAA to C, 1-9 


DYER & HALL 


INCORPORATED 


AUBURN 


THIRD FLOOR 
HOTEL McALPIN 





NEW YORK 
DEC. 6 to 9 


with the largest operator ~ 


Fast moving—high style—popular priced—fine fitting 
shoes from stock instantly in a complete range of sizes 
from 1 to 9, widths from AAAA to C, are now available 

- to any retailer. Write today for a bulletin of these style 
leaders. 


Plans have been completed whereby all Dyer & 
Hall, Inc., shoes will be made with replaceable 
“Fitz-On” toplifts, a feature that is a talking point 
—increases salability—and brings extra profits 
through replacement sales. 
brings customers back to your store time after 
time. All Dyer & Hall make-up shoes carry this fea- 
Within a short time we will announce defi- 
nitely that all in-stock numbers also will be made 
with this “Fitz-On” toplift. 


The “Fitz-On” toplift 
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In New York 
December 6 to 9 
McALPIN HOTEL 
3rd Floor 
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AMAZINGLY PROFITABLE 


shoes which your 
competitor cannot sell! 


Selling speed—fast turnover—and exclusiveness 
make Cinderella shoes for women profitable. 


Cinderella models are styled and selected by ex- 
perts in salable footwear. 


Cinderellas are serviced from a stock depart- 
ment of twenty thousand pairs. The wide range 
of sizes and widths—AAAA to C, one to nine— 
guarantees rapidity of shipment and complete 
service without delays. 

Cinderellas kill competition. There is no com- 
parable line available today made to retail in 
the popular range. Since only one retailer in 
a community can carry Cinderellas, you need 
no longer face destructive price competition. 


Every shoe is branded with a name which says 
to your customers “This is no shoe of doubtful 
parentage and questionable quality.” Once hav- 
ing worn a pair of Cinderellas, your customers 
will not soon forget the name—nor the impres- 
sion of airy, dainty shoes of magical style which 
the name creates. 


All Cinderellas are made by the modern Compo 
method—a proven construction for durable and 
dainty footwear. They contain many refine- 
ments of shoemaking not found in other lines 
at this price. The grade of materials used 
throughout will surprise even the shrewdest 
buyer. 


In order to answer the call for smart, durable 
footwear at today’s price level, Cinderellas are 
made on an extremely close margin of profit. 
This, with the advantage of volume production, 
packs Cinderella Shoes with a value we do not 
believe any other manufacturer is willing to 
duplicate. 


If you are feeling the effects of disastrous price 
competition—if you want to be free from the 
worries of slow moving shoes of questionable 
value—be the first in your town to investigate 
this new line. Write at once—today—for full 
particulars. 


CINDERELLA SHOE COMPANY, Auburn, Me. 


Twenty-five Styles in Stock Which Will Sell Down 
to the Last Pair—AAAA to C—1 to 9—$2.33 Net 


Across the Board. 
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The Practical 
Christmas Gift 


Vv wT W 


Now comes the Christmas slipper call of 1932. 

Wise men and women are again shopping—for 
there must be gifts, and stockings must be filled. 
This year, as in no other previous year, many, many 
buyers will say: “A pair of slippers will be just the 
thing.” 

Presents will be practical, so for the great army of 
practical minded folks—and may their tribe increase 
—shoe men are featuring fancy slippers, utility slip- 
pers, moccasin slippers, warm slippers. But wait a 
moment to hear what Fred B. Kohler has to say on 
this timely subject. He manages the shoe department 
in the Rhodes-Rapier store in Louisville. Mr. Kohler 
says: 

“Slippers are, of course, the most popular Christ- 
mas item. But, then, there are many other items you 
can suggest which will increase the sales. 

“Dress shoes, shoe trees, spats, riding boots, polish- 
ing kits, moccasins, Radio Tyme Slippers are all prac- 
tical and useful items which will be favored more 
than ever.. IF the styles are attractive and the prices 
right. Prices are much lower for quality merchan- 
dise than for many years. 

“We do not refer to slippers as house slippers, as 
has been common in shoe departments for many 
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years. Instead, we promote ‘Radio Tyme’ dressing 
or lounging slippers. The old-time slipper is by the 
wayside. 

“In order to get volume in slippers, it is necessary 
to appeal to the younger set, and to do so style, 
bright colors and something different must be kept 
before them. Keeping close touch with the popular 
lounging robes and pajama styles and having a com- 
plete assortment to match is one way. 

“At all times slippers are on display in several cases 
inside the store. When pajamas and robes are dis- 
played in the windows, slippers are shown to match. 
A good slipper business may be enjoyed through the 
entire year. We do, and the real reason is that we 
carry a good selection and have a full size selling as- 
sortment at all times. Slippers have become a very 
popular birthday item through the year, so we have 

[TURN TO PAGE 48, PLEASE] 
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The Rolfe—A3873—“Foot Saver,” made of Indies Brown Kafforite Calf with suede underlay. 














Columbus, O. 


Beauty of pattern and correct style back- 

ound get their finest expression in 
KAFFORITE, a light weight calf leather, so 
pleasing to discriminating women who seek 
the maximum of comfort in their footwear. 


The alert shoe merchant who is carefully 
scrutinizing his customers’ buying attitude 
knows that he must place his faith first 
upon quality to adequately insure their con- 
tinued patronage. This is more em- 
phatically true today than ever—both in the 
medium and fine grades. 


In worthy footwear, style is essential for get- 
ting customers into the store, but quality is 
the factor or acid test after the sale is made. 


KAFFORITE light weight calf aids the shoe 


stylist and safeguards the merchant’s repu- 
tation for selling worthy footwear. 


Every detail from the selection of skins on 
thru the many details of superior tanning, 
has a part in the fineness of the finished 
product; a mellow, glove-like feel, a fine 
grain with tight break, smooth, lustrous 
sheen with depth of color tone, and of light 
weight—yet sturdy and shape-holding. 


Its cutting area is uniform, and it fits into 
the cost budget of medium and fine grade 
footwear for women. 


Available in eight modish colors:—Swagger 
Brown, Indies Brown, Madeira Brown, 
Rust, Admiralty Blue, Chaff Beige, Fawn 
Beige, and Sea Sand. 


Ask your manufacturer to show you his numbers made of KAFFORITE. Color swatches on request. 












he (Ome) LEATHER CO 
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NO. 4 

The clanking of chain belts, the 
whirring of knives, the swish of wet skins 
being thrown on heavy rubber blankets, 
the acrid odor of lime . .. and in the 
midst of all this a battery of unhairing 
machines. 


An unhairing machine consists of a set 
of great, close-paired, rotary knives (the 
front one of which is shown in the illus- 
tration), between which heavy rubber 
blankets hung over a vertical board, and 
known as “tables,” pass upward and 


Fs 


modern tannery, tracing the successive operations 


of a series of pen and camera sketches in a 


in the conversion of raw goatskin into Glazed Kid. 


around to the worker, like a miniature 
ferris-wheel. A man stands in front of 
each machine, a pile of freshly limed 
skins on his right, and on his left a small 
handtruck, on which he throws the un- 
haired skins. As each blanket comes 
down in front of this worker he throws a 
freshly limed skin over it. (The skin, 
below, is pulled aside so that the machine 
may be seen more clearly.) The blanket 
goes down, across, and then up between 
the knives where the thick rubber “gives” 
so the skins aren’t cut or bruised, but ex- 
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_Unhairing 


erts enough pressure against the knives so 
the hair is cleaned off. As it comes around 
to him again the worker sweeps off the 
hair at the top (which wasn’t caught by the 
knives), throws the unhaired skin * on 
to the truck on his left, and replaces it 
by a fresh skin. 


The trucks of unhaired skins go to be 
“fleshed,” and on December 17th we will 
illustrate the fleshing machines and show 
types of knives used in various pre- 
tanning operations. 


*More than 8,500,000 skins went through our hands last year .. . including 
more than 27% of the Black Glazed’ Kid produced in this country. A Kid 
demanded by the industry to such an extent, is the result of special knowledge, 
experience... and policies. Special knowledge, acquired in all corners of the 
world, in regard to the different types of raw skins; special chemical formulas 


Black and colored glazed kid for 
outside stock and linings (also gen- 
uine Kangaroo) can be obtained 
from Surpass in any grade and 
of standard unvarying quality 


SURPASS 


worked out during a half century of experimentation and improvement. Policies 
based on the belief in the value of painstaking care ... om recognition of the 
importance of infinite preciseness . . . and recognition of the fact that the 
manufacturer and the retailer must depend upon the uniformity, the pliability, 
the beauty, and the strength of our Kid to help their profits. 


gth & Westmoreland Sts. 
PHILADELPHIA 
New York Boston Chicago 
Cincinnati St. Louis 
London (England) 


LEATHER CoO. 
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| Why not 





THE PROFIT POSSIBILITIES OF 
IL MILLER SHOES FOR YOUR STORE! 














Seriously—we’ve been discussing in these pages during the past few months 


the unusual profit possibilities of I. Miller shoes. We have presented for your 





consideration the kind of evidence and argument which come properly within 





the scope of written advertising. But there is so much more to this subject than 





can be discussed in public. We would like to show you facts and figures that may 





throw a new light on your own problems. We'd like to sit down with you at your 






own desk and analyze your merchandising records to determine whether or not 





the I. Miller proposition fits into your setup. Why not write us today and tell 


us you would like to look into the I. Miller exclusive franchise proposition? 


1, MILLER 


WHOLESALE SALES DIVISION ...LONG ISLAND CITY, N. Y. 
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Slippers—The Practical Git 


[CONTINUED FROM PAGE 44] 


very attractive gift boxes made espe- 
cially for slippers. Bright colors sell 
best, red, blue, green, patent leather 
and combinations of these leathers.” 

Now there is a men’s clothing store 
in Buffalo which is a counterpart of 
the fine one in Louisville which we just 
mentioned. The Buffalo store is The 
Kleinhans Co. John F. Funnell is the 
shoe buyer here, and to quote this au- 
thority: 

“Shoe retailers who overlook the 
sales possibilities of slippers as a holi- 
day gift item are neglecting to tap an 
almost unlimited reservoir of profits 
during the month of December. 

“Last year our store sold more than 
2,500 pairs of men’s slippers during 
the three weeks immediately preceding 
Christmas or more than 10 dozen pair a 
day at an average price of more than 
$2.50. This year the store is aiming to 
sell at least 1,000 pairs a week during 
the three weeks before Christmas. 

“Slippers, like footwear, must be 
stocked and sold on a scientific basis so 
as to keep the average sale at a high 
figure and thereby maintain profit per- 
centages,” explained Mr. Funnell, who 
has found that slipper sales this year 
have reached a high peak due, he be- 
lieves, to the fact that men are spend- 
ing more of their leisure hours at home. 

While the average shoe dealer makes 
some effort to promote the sale of slip- 
pers during the holiday season, Mr. 
Funnell finds that too often slippers 
are handled merely as a side line and 
a convenience to customers rather than 
as a featured item upon which added 
sales volume can be built with a cor- 
responding increase in profits. 

Mr. Funnell outlines some of the 
rules he has followed in building up 
the largest sales volume in men’s slip- 
pers of any retail store in Buffalo, not 
only during the holidays but throughout 





the twelve months of the year. They 
are: 

1. Operate a model stock in all sizes 
of the most popular styles and colors. 

2. Keep new styles constantly on dis- 
play, not only in the window but also 
in the department. 

3. Suggest a new pair of house slip- 
pers to footwear customers whenever 
possible, 

4. Don’t scare customers buying gift 
slippers by asking them if they are sure 
of the correct size. 

5. Always explain to gift shoppers 
that exchanges for the correct size are 
gladly made. 

Going into more detail about the note 
of warning against scaring shoppers 
with regard to the correct size of slip- 
pers intended as a holiday gift, Mr. 
Funnell said that too often a salesman 
can create a doubt in the minds of 
people that the size might be wrong, 
thereby prompting a customer to elimi- 
nate slippers as a gift suggestion in 
favor of some other merchandise. 

“It is better to sell slippers a little 
too large than too small, because the 
average man prefers comfort and ease 
in house slippers but will complain if 
they are too small,” said Mr. Funnell. 

The Kleinhans Co. maintains a model 
stock in slippers throughout the year 
and when the stock in any size, color 
or style reaches the danger point, re- 
orders are placed so that the store never 
is out of sizes to meet individual re- 
quirements. This season the store is 
placing considerable emphasis upon the 
opera slipper for men in four price 
lines, $1.95, $2.50, $3 and $3.50, and 
Mr. Funnell believes the major part of 
the business will be confined to $2.50 
and $3 lines as holiday gifts. The dark- 
er shades in green, red and the wine 
tones in addition to black and tan are 
being especially highlighted for the holi- 
days. 








Opening New Season Early 


[CONTINUED FROM PAGE 19] 


certainly one of the principal of such 
factors is the early Seasonal Opening.” 

William G. Dodge of Dodge, Bliss & 
Perry Co., Inc., Newburyport, Mass.: 

“We are distinctly for the Seasonal 
Opening eariy in the season, and believe 
it will work to great benefit for the trade 
in general. It gives all the retailers at- 
tending an opportunity to see the lines 
together, to determine the trends, and 
to place orders intelligently, whereby 
better workmanship and better deliv- 
eries are possible.” 

F. L. Emerson of Dunn & McCarthy, 
Inc., Auburn, N. Y.: 

“TI look upon these meetings as con- 
venient places for the shoe manufactur- 
ers and their customers to get together, 





discuss their plans and mutual prob- 
lems, and I do not regard them as a buy- 
ing and selling institution.” 

E. S. Gerberich of Gerberich-Payne 
Shoe Co., Mount Joy, Pa.: 

“We also believe that interest in shoes 
can be generally stimulated, and more 
careful plans formulated by the retail- 
ers and manufacturers getting together 
earlier and talking over their mutual 
problems.” 

Raymond V. McNamara of Gorevitz- 
McNamara Shoe Co., Inc., Haverhill, 
Mass. : 

“There never has been a time in the 
history of our industry when it was so 
necessary to get down to bedrock, as it 
is at the present time. Every manufac- 
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turer has puzzled his brain in an at- 
tempt to reduce overhead, to eliminate 
waste and non-essentials in order to 
place his business on a competitive 
basis.” 

. Harry G. Johansen of Johansen Bros. 
Shoe Co., St. Louis, Mo.: 

“Other industries featuring style mer 
chandise have learned that earlier open- 
ings are of benefit and advantage to 
every branch of the industry, and it is 
believed that now, since so many of the 
leading style shoe manufacturers of the 
country are supporting the National 
Seasonal Opening, that it will have the 
prestige that has surrounded European 
openings in women’s gowns, millinery 
and other style products. American 
manufacturers have undoubtedly led the 
world in the designing and production 
of style footwear; but this leadership 
can be maintained only if there is an 
early meeting of minds and an oppor- 
tunity for retailers all over the country 
to view these showings of shoes at a 
proper time.” 

Charles E. Moore of Geo. E. Keith 
Company, Brockton, Mass.: 

“Concentration of effort, economical 
expenditures, knowledge of merchan- 
dise, with practical ability to manufac- 
ture, are the most important items for 
success in the shoe industry today. With 
this in mind, the National Boot and Shoe 
Manufacturers Association is sponsor- 
ing the National Seasonal Opening Dis- 
play.” F 

Alfred F. Donovan of E. T. Wright & 
Co., Inc., Rockland, Mass.: 

“There is unquestionably a desire on 
the part of progressive retailers, who 
are merchants in the real sense of the 
word, to cooperate with manufacturers 
in equalizing the peaks and valleys of 
production, especially the low valley of 
production in the shoe manufacturing 
business during December. The far- 
sighted retailer realizes that he can give 
better values to his customers by sup- 
porting any movement that will give the 
manufacturer orders that will employ 
his factory and labor during these low 
periods of production.” 


New Shoe Stores in Newark 


NEWARK, N. J.—The Brooklyn Sur- 
plus Shoe Co., specializing in men’s 
shoes, have leased a store in the Mili- 
tary Park Building, to be under the 
direction of Barney Horowitz, president 
of the company. 

The Dolly Madison Shoe Company of 
Brooklyn has leased a store at 157 
Newark Avenue, where they will spe- 
cialize in women’s shoes. 

The B. & D. Shoe Company of West 
New York have leased at 358 Central 
Avenue. Morris Deiner is president of 
the company, which specialize in wo- 
men’s shoes. 

The Beck Hazzard Shoe Company has 
leased a store at 112 Market Street, for 
a Tom, Dick & Harry Shop. 
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Just mention “Packard” 


and you can’t help but think of 
quality . .'. at reasonable retail 
prices ... five and six dollars... 
attractive styles . . . prompt stock 
service ... in a word, shoes that 
today, more than ever, will bring 
both prestige and profit to your 
store. 


New Packards on display dur- 
ing the National Seasonal 
Opening, Hotel Commodore, 
New York City, Room 1105, 
December 6-9. 


NOW IN STOCK 


THE DERRY 
149 Martin’s Imp. Black Sco. Grain 
150 Martin’s Imp. Brown Sco. Grain 


M.A.PACKARD COMPANY 


BROCKTON, MASSACHUSETTS 
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English-Made 
Riding Boots 


For Women For Men 


$7.50 $8.50 


Per Pair Per Pair 
Every dealer should take immediate ad- 


vantage of this extraordinary opportu- 
nity to merchandise Colt English made 
Riding Boots at a price that will result 
in a large, profitable volume. 


WRITE TODAY FOR CATALOG H 
COLT-CROMWELL CO., Inc. 
EST. 1899 
1239 Broadway—New York City 









Also In Stock at 
911 So. Los Angeles St., 
Los Angeles, Cal. 
























MARBRIDGE 
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The lines permanently displayed at the Marbridge 
Building always merit your attention. The show- 
rooms of the national leaders in the shoe and 
oe industries are maintained here all year 
round. 


Desirable office space for approved tenants. 


MARBRIDGE BLDG. CO., INC. 


1328 Broadway New York 
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Sport Shoes and 


[CONTINUED FROM PAGE 24] 


It isn’t necessary to recount what the men’s Sport 
Shoe has done for the men’s shoe trade, manufactur- 
ing and retail. It isn’t pleasant to try to imagine 
what the men’s shoe business, in these difficult years, 
might have been without it. But it is important, as 
the RECORDER sees it, to be extremely careful in the 
adoption of any program or promotion, to make cer- 
tain that nothing in it shall by any possibility be per- 
mitted to interfere with the natural, logical and profit- 
able development of the men’s Sport Shoe business. 


We say this not from any pride of accomplish- 
ment, although the Recorder is justly proud of 
the fact that it was the first to perceive the possi- 
bilities of men’s Sport Shoes and has been unre- 
mitting in its efforts to make others see them. We 
say it because we believe the Sport Shoe is the 
soundest, surest and most promising field for men’s 
Summer Shoe promotion. We are convinced that it 
would be most unfortunate if the industry were to 
permit the public mind and the consumer conscious- 
ness to be confused by anything that might tend to 
distract attention from the main chance. 


Consumers today are not in the mood or in the 
market to buy extra pairs of shoes, unless they are 
types of shoes which conform to consumer desires 
and consumer needs. You cannot sell an extra pair 
of shoes because you want to sell it, unless the con- 


_ sumer also wants to buy it. The Sport Shoe offers 


something new, something dramatic, something de- 
sirable to which the man of today reacts instantly 
and favorably. We have hardly reached the threshold 
of its sales and profit possibilities. This is no time to 
go off at a tangent. This is no time to cherish illu- 
sions as to what can be accomplished through an arti- 
ficial stimulus of business, or to be influenced too 
much by the over-optimistic advice of those who, 
with the best of intentions, perhaps, nevertheless lack 
the essential background of experience in shoes and 
shoe problems. 

The sport shoe has caught the imagination of 
the public and has sold as an extra pair because it 
is something recognizably different from ordinary 
shoes. The difference is at once apparent to the 
consumer. He doesn’t have to have it explained 
to him. Moreover he cannot easily make the sport 
shoe serve all the purposes of an ordinary shoe, 
nor can he prolong its use unduly after its proper 
season is past. It must be an extra shoe. 


These characteristics, however, do not apply in the 
case of the Summerweight or the so-called Summer 
Shoe, as it has been described up to now. It will be 
rather difficult to make the consumer see wherein 
this “Summer Shoe” differs from ordinary shoes in- 
tended for Summer wear, or why, having bought a 
pair of ordinary shoes, he should also buy a pair of 
“Summer Shoes.” A marked difference in color, the 
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Summerweights 


development and promotion of a radically new and 
different shade of tan, perhaps, would assist mate- 
rially in putting over a distinctively Summer Shoe. 
We doubt if it can be done primarily on a weight or 
comfort appeal. 

And so the REcorpER recommends to the men’s 
shoe industry that, in formulating its plans for Sum- 
mer styles and Summer promotion, Sport Shoes shall 
receive first consideration as the most promising pos- 
sibility for increased sales and profits in the year 


1933. 


N. S. R. A. Merchandising Clinic 


On the program of the coming National Shoe Re- 
tailers’ Association Convention, to be held at the Pal- 
mer House in Chicago, Jan. 9, 10 and 11, problems of 
store management have been grouped under three gen- 
eral headings as follows: “Keeping Out of the Red’ — 
which means making a profit, “Store Management in 
1933”—which covers a long range of merchandising 
problems, “Foot Health and Shoe Fitting’”—in which 
will be developed many features of this important 
topic which are new and can be profitably used in 
every store and shoe department in the land. Each 
of these “merchandising clinics,” or round table ses- 
sions will be under the direction of a competent shoe 
merchant, assisted by several other merchants who 
have given special thought and study to the topic 
under discussion. 

Several hundred shoe buyers and merchandise 
managers of department stores habitually attend the 
N.S.R.A. annual conventions. A check-up of regis- 
tration cards show that they almost invariably repre- 
sent the best stores in their respective communities. 
Recognizing that these men have many problems that 
are peculiar to themselves—that is problems that are 
not encountered in the exclusive shoe stores — 
N.S.R.A. is arranging a special department store mer- 
chandising clinic at the forthcoming annual conven- 
tion. This clinic, like the ones to be held for owners, 
managers and salesmen of exclusive shoe stores, will 
be under direction of merchandise managers and buy- 
ers of department stores who are leaders in this im- 
portant branch of shoe distribution. 

The 1933 annual convention of N.S.R.A. is 
planned as a forward thinking, forward looking, for- 
ward going convocation of the shoe and leather indus- 
try—an unfurling of the ‘Let Us Go Forward’ banner. 

Everything is being done that the convention com- 
mittee knows how to do to make it both profitable and 
pleasant for every participant, be he tanner, manufac- 
turer, merchant, salesman or a member of any one of 
the many allied industries that have an influence on 
shoe making, shoe styling or shoe merchandising. 





mm OSOPORTINBAK 





al EPHRATA SHOE CO. 








51 
WE WILL BE LOCATED 


INROOM 975 AT 


HOTEL COMMODORE 
NEW YORK... DEC. 6-9 


* 


INFANTS 


PURITAN WELTS 
AND 













SHOES 


WILL BE SHOWN BY OUR 
REPRESENTATIVES IN ATTENDANCE 


MR. H. G. HUTTER 
MR. W. B. ROHRBACH 





* 


THE Ephrata line of 
stock and make-up Pre-Welts has long been 
popular with retailers for its superior ma- 
terials and shoemaking at popular prices. 


We invite you to see the new Spring shoes 
at our New York display, and also a most 
profitable feature shoe for infants... . . 








THE 


SPORTINBAK 
SHOE 


which has a patented, flexible, ankle 
support construction with great ap- 
peal to parents, and consequent high 
re-sale value. 






* 
Ephrata, Pa. 
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VISIT... 


ROOM 1001 
Display of 
Enna Jerricn SHOES 


In Attendance 
Jack Gorman Ray Drew 


Harold Flynn Harry Husk 





**You Need No Longer 
Be Told That 
You Have An 
Expensive Foot’’ 











ROOM 1002 


ae Display of 
Heet Hueeer SHOEs 


In Attendance 


Sam A. Beeson 
Art Brown 


ROOM 1000 
DUNN aw McCantHy 


**‘Almost Any Foot Is A 


Neresil Feet For HEADQUARTERS 


Heel Hugger Shoes In Attendance 











They Walk Softly, F. L. EMERSON 
And Go Far’? BUFORD H. JONES 


Lessoonsneinesepiiiiatlisieiosiaiitalg 








NATIONAL SEASONAL OPENING 


ROOMS 1000—1001—1002 


Hore. Commopore, &. YY. City 


DECEMBER 6TH to OTH 


Dunn and McCarthy, Inc., Auburn, N. Y. 


When writing advertisers please mention Boot-and Shoe Recorder 
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Heavyweights 
[CONTINUED FROM PAGE 40] 


evident that these men liked the feel of 
a lot of leather under foot. 

In an eastern city is a small compact 
group of stores with a similar price 
policy, $3.50 retail. A factory repre- 
sentative who supplies them with light 
weight shoes practically forced them to 
add several three soled shoes, for win- 
dow display, if nothing more. The 
featuring of these shoes, he felt, would 
attract attention to the regular shoes. 
In this reasoning, he was right, but 
men bought both weights. 

These heavy shoes, especially in the 
popular priced grades, are sold to a 
wide.range of consumers, youngsters— 
who always take to any shoe capable 
of making a clatter—taxi-drivers, men 
who are on their feet a great deal and 
those men who buy from a durability 
basis. 

In the grades retailing from $8 and 
up, the durability feature is, too, of 
prime importance in the eyes of the pur- 
chaser. The feel of a considerable 
amount of leather under the foot also 
plays a strong part in the making of 
a sale, just as it does in the popular 
priced field. 

Fashion observers point out the new 
influence of heavy rough clothing ma- 
terials like the Shetlands, tweeds and 
homespuns, which are causing men to 
wear these heavier leather shoes. 

The shoes shown on the first page 
of this article represent a wide range 
of retail prices. Many of these typical 
patterns are found in shoes to retail 
at $4 and also at twice that sum. 

Starting at the top of the column, the 
first shoe is a heavy oily grain. The 
vamp is: unlined so that it will not be 
too heavy. Two full oiltreated soles. 
This shoe is a prime favorite with West 
Point cadets for a civilian shoe. It is 
also a fine “second pair.” 

Next is a very heavy oiled calf. It 
is made with both a reversed welt and a 
Barbour Stormwelt. The full custom 
last has a wide outside swing with a 
straight inside line. This shoe is 
bought mostly by city folks for country 
wear. It has an oil treated sole and is 
about as waterproof as a shoe can be 
made. 

This third shoe started at Yale and 
was brought down to New York. 
made in boarded calf, grains and cor- 
dovan, and to the man who wants to 
get along without rubbers, it offers a 
possible solution. While the shoe has 
a heavy appearance, due to the heavy 
welting used, it is not in reality a 
weighty proposition. 

The lower shoe is one of the double 
construction type. Two full soles, a 
full leather lining and vamps brought 
under the welt. A brute of a shoe, that 
looks like it would never wear out. 

To the right, the heavy grain full 
brogue. Usually made with two full 
soles, and even with three soles to give 
it added weight. In some cases, there 
is no vamp lining, where the uppers 
are of extra heavy grain. 


It is |. 





Some Dogs!! 


Shades of Goliath, Primo Canera and any 
other giant of pre-historic days or the present. 
Tanners have a real patron of their skins in 
Robert Wadlow, 14 year old of Alton, Ill., who 
takes a 34 size, not waist measure, but shoes. 
This youngster who reaches a height of seven 
feet six inches and weighes over 300 pounds, 
recently was fitted to a size 31 shoes but as the 
shoes pinched considerably, his parents reor- 
dered specifying a 34 size. What a boy. 





Millerites Stage Rodeo 


New York—The Fifteenth Annual 
Millerite Dance, Entertainment and 
Supper was held Saturday evening, 
Nov. 19, at the Hotel Astor. About 2,000 
people attended. The entertainment 
was based on the Rodeo idea and the 
entire ballroom and foyer of the Astor 
were done in Rodeo manner. Dancing 
preceded an elaborate supper served at 
12 o’clock. 

The Millerites is an organization of 
the people employed in the I. Miller 
factories and stores which functions 
for the purpose of fostering the wel- 
fare of the I. Miller & Sons and their 
employees. 


Adds Men’s Shoes 


CINCINNATI—A new departure from 
their specializing policy has been made 
by Hannon Clothes Maker, manufac- 
turing retailer and operator of a chain 
of clothing stores in the Mid-West, by 
the addition of a men’s shoes depart- 
ment. Freeman shoes will be handled. 
This makes their outfitting of men from 
head to heels complete, hats, clothes 
and shoes. 





COMING TRADE EVENTS 
New York—December 6, 7, 8, 9, 1932. Hotel 


Commodore. National Boot and Shoe Manu- 
facturers’ Association. Seasonal Opening, 
Chicago—January 9, 10, 11, 1933. Palmer 
House. National Shoe Retailers’ Association. 

Annual Convention. 

Toronto—January 9, 10, 1933. Royal York 
Hotel. Canadian Shoe Retailers’ Association. 
Annual Convention and Shoe Exhibition. 

Chicago—January 12, 13, 1933. Palmer House. 
National Shoe Travelers’ Association Annual 
Meeting. 

Boston—January 16, 17, 18, 1933. 
Statler. 11th Annual Boston Shoe Show and 
Convention. 

Baltimore—January 23, 24, 25, 1933. Hotel 
Lord Baltimore. Middle Atlantic Shoe Re- 
tailers’ Association Annual Convention. 

Fort Worth—February 6, 7, 8, 1933. Hotel 
Texas. Texas Shoe Retailers’ Association, 
Annual Convention. 

Indianapolis—February 6, 7, 1933. Hotel Clay- 
pool. Indiana Shoe Travelers’ Association 
Annual Meeting. 

Des Moines—February 27, 28, March 1, 1933. 
Hotel Fort Des Moines. Northwestern Shoe 
Retailers’ Regional Association Annual Con- 
vention. 

Everywhere, April 16, 1933. Easter Sunday. 


Hotel : 





New Shoe Department 


WAYNESBURG, PA.—The G. C. Mur- 
phy Co. has taken a long lease on a 
storeroom in the Commercial building 
on West High Street. The building is 
being remodeled and will be ready for. 
occupancy by the firm on Dec. 1. The 
storeroom will be 38 x 180 ft., giving 
6840 sq. ft. of store space. A hosiery 
and shoe department is to be installed. 


Files Incorporation Papers 


INDIANAPOLIS—Articles of incorpo- 
ration have been filed with the sec- 
retary of state here by the Hub Shoe 
Company, Inc., of Crown Point, Ind., 
formed to deal in shoes and hosiery. 
The corporation has an initial capital 
stock of 1,000 shares having no declared 
par value and the incorporators are 
Jeffe Crawford, Lizzie Feldman, Edwin 
F. Knight and Jesse Summers. 


Has Complete Shoe Department 


NEW PHILADELPHIA, OHIO—A com- 
plete shoe department for women and 
children is one of the features of the 
New Star department store. New store 
is owned and controlled by New Phila- 
delphia interests and now operate seven 
similar stores in five counties, four of 
which have been opened in the last year. 
The Woodsfield, Ohio, unit was opened 
only a week ago. 


Alfred R. Elliott Opens 


MIAMI, FLA.—The Bootery, a new 
women’s footwear store, is being opened 
at 6 E. Flagler Street. Alfred R. 
Elliott is manager. “The Shop of 
Distinction” has been adopted as a 
trade slogan, and snappy styles at pop- 
ular prices will be featured. Special 
care will be devoted to all fittings. 


Incorporates Store 
ConNN.—Philip Rimland 


has transferred to Eagle Shoe Stores, 
Inc., the fixtures, equipment, accounts 
receivable and good will of the Eagle 


STAMFORD, 


Shoe Store at 18 Pacific Street. The 
business, long established, was recently 
incorporated by Philip, Joseph N. and 
Mary Rimland. 


Opens Second Store 


INDIANAPOLIS, INp.—Frank Brown 
and J. W. Voils will open their second 
shoe store at 104 North Illinois Street 
Saturday, Nov. 12. Peters’ line for men, 
women and children will be on sale and 
souvenirs will be given patrons attend- 
ing opening of the new store. 


New Evanston Store 


CuIcaco—L. J. Netboy opened attrac- 
tive new store at Evanston, IIl., this 
month, located at 1627 Orrington Street. 
In addition to the Chicago stores, L. J. 
Netboy owns and operates the shoe de- 
partment in Lurie Brothers Depart- 
ment Store, Chicago. 
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PREMIER 


SHOE COMPANY,inc., NEW YORK 
ORIGINATORS OF PROFITABLE STYLES 





You will be certain to want the PREMIER originations 
for Spring, which will be ready for your inspection at 
the Hotel Commodore Seasonal Opening. 


They are the result of close fashion study, here and 
abroad; designed to appeal to women of good taste. 


There’s honesty and pride in every step of their making. 


VISIT ROOMS 809, 811, 815 AT THE 


Syypnpoposas  OTEL COMMODOR E ig 


DECEMBER 6+°-7+8+9+1932 






OXFORD of Black Beaufelt with calf trim and , OXFORD of Beige Beaufelt with beige calf trim, 
the 





See the original themes in design and color that dis- You can be sure that PREMIER shoes will build 
tinguish our Spring collection, which also includes a _ steady patronage — through fashion leadership, qual- 
diversified array of new Beaufelt models, for South- _ity satisfaction, and surpassing service. 

ern Resort and Northern town wear. 


PREMIER SHOE CO.- INC. 


22ND STREET AND 44TH AVENUE € SHOWROOMS: 816-818 MARBRIDGE BUILDING 
LONG ISLAND CITY, NEW YORK 47 WEST 34TH STREET, NEW YORK CITY 
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SHOE LACES 


AN_ IMPORTANT LITTLE DETAIL 


The wide-awake manufacturer never 


neglects his laces for he recognizes the qual- 





ity lace as one of the smaller yet important 


items so necessary to the smart, finished ap- 





pearance of his footwear. 


Although the customer may not know 
that your shoe conceals a box toe, counter, 
shank, etc., he instantly sees the lace. A good 
looking, quality lace is a visible sign of inbred 
quality in the shoe itself. Equip your shoes 





with laces backed by 67 years of lace making 
experience. We can offer you a complete 
line of glazed, soft-finished, rayon, and mer- 
cerized laces for all types and grades of shoes 


at prices which make them unusual values. 


SHOE LACE COMPANY 


(Successor to Joslin Manufacturing Co., Established 1865) 


LAWRENCE, MASS. 


SELLING AGENT 
UNITED SHOE MACHINERY CORP., BOSTON, MASS. 
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THE AVIATOR jumpy 


Ask the Milford Shoe 

Companyof Milford, 

Mass., to show you 

this stylish model. It 

is made with Arm- 

strong’s Cork Box 
Toes. 








DON’T WORRY ABOUT 
WRINKLES, EITHER! 


RY your thumb on an Armstrong’s Cork Box 


Toe. Watch it spring back to stylish shape... 


no wrinkles... nocreases. The box is flexible where 


Armstrong’ eee Ses : 
tipline joins vamp but the sidewalls and forepart are 


Product firm. Here’s a semi-soft that won’t flatten or sag 


with wear. It gives an ideal combination of comfort 


9 with style. Armstrong’s Cork Box Toes are 

ARM S TRON G Key made for every type of shoe—sport or dress, 
wide toe or narrow, men’s, women’s, or 

C O RK B OX TO E S children’s models. Specify ‘‘Armstrong’s’’ when 


you buy. Armstrong Cork €% Insulation Com- 
ATLANTA . Boston . Cuicaco . CINCINNATI 
DerroIT New York PutrapELPHIA = «_—sOSSt. Lous pany, 933 Arch Street, Lancaster, Pennsylvania. 
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QUAKER CITY 


24 
CHESTNUT BROWN 


A light, Spring brown with a slightly 
red cast especially suitable for Spring 
S ‘oxfords and ties. 


COLOR 


26 
CHOCOLATE BROWN 


(INDIES) 
A staple, safe brown for year round con- 
sumption. 


a gg COLOR 


29 
NEGRE BROWN 


(CINDER) 
A very dark brown suitable for high style 


shoes only. 
COLOR 


10 
GOLDEN BROWN 


A staple, light brown suitable both for 
volume and custom trade. 


FOR MEN’S SHOES 
COLOR 


20 
TANGIER BROWN 


(BOURBON) 
A most popular shade for men’s shoes. 


“Quaker City” Kid has always borne a reputation 
for value, service, and general appearance above 
the average. 


That is because Quaker City ideals have always 
been the highest—they remain unchanged today. 


ALLIED KID 
COMPANY 


QUAKER CITY DIVISION 
519 W. HUNTINGDON STREET 
PHILADELPHIA 
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IN THELAST ANALYSIS - . - - - 











T IS the LAST that makes friendship possible between 

the shoe and the foot. The LAST is more than a block 

of wood. It is the means by which the foot and the shoe 
are brought together in harmony. 


The scientific construction of the CO-ORDINATED LAST 
renders the shoe livable to the foot regardless of its size. 
All CO-ORDINATED LASTS are mechanically graded 
accurately and in proportion, so that the 8E (in women's) 
has the same appearance in line, toe spring, height of 
heel and general outline as the sample 4B size. 


When a manufacturer has perfected his base model, 
knows it fits the foot and the eye, he can be assured of the 
correct grading of his extremes to look like the model. 


COORDINATED LASTS 


nnsiiiligsinnpniianisitinaisiietiisnasililienannsa 


UNITED LAST COMPANY * BOSTON *¢ MASS. 
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for 


the great 


WHITE SEASON 
AHEAD 




















no leather more fully meets 
the demand for crisp, clear, 
tone — glove-like suppleness 
and economy — than this 
WHITE CALF. Smartly 
fashioned shoes are being 
made with it because it has 
the fine qualities already well 
known in Rosebay Willow 
colors. And it is just as 
economical for. the merchant 
—and for the wearer. 

















AMERICAN 
HIDE & LEATHER 
COMPANY 


BOSTON 


A EN GE I OA Ce EIEIO 
MP MPC IPR MG, IO IPI OR IO OW IW IW IVR OW IO’ FOR IOW® sum 


NEW YORK, N. Y. 8ST. LOUIS MILWAUKEE COLUMBUS PARIS, FRANOE 









LEICESTER, ENGLAND 






-DOLLIVER AND BRO., SAN FRANCISCO 
AGENTS FOR THE PACIFIC COAST AND ORIENT 
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C. P. FORD & CO., 
ROCHESTER, N. Y. 


We cordially invite your inspection of our newest styles for 


Spring. 


On display at the National Boot and Shoe Manufacturers Associ- 


ation Seasonal Opening. 


Rooms—910—912—914—Hotel Commodore. 
December 6, 7, 8, 9. 


C. P. FORD & CO., INC. 
Rochester, N. Y. 


DETROIT: Hotel Tuller, Mr. Ray Wegman 
NEW YORK: Marbridge Bldg., Mr. Jack Galway 











We say “Yes Ma’am” 
to our Cooks 


Women cooks prepare the food for the 
Hotel Lexington restaurants. That’s why 
it’s so delicious and wholesome. And 
Lexington restaurant prices, like its room 
rates, are sensible—35c for breakfast, 
65c for luncheon and $1.00 for dinner in 
the main dining room. 

$3 a day and up for Lexington rooms— 
$4 and up for two persons. 


HOTEL LEXINGTON 


In Grand Central Zone, Lexington Ave. at 48th St. 


NEW YORK CITY 
CHARLES E. ROCHESTER, General Manager 
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Your Store Name 


individualistic 
PRICE TICKETS 


Any Assortment of 
Prices Wanted 
100 tickets 
200 tickets 
—with store name in type— 
(If special hand-drawn design 
add 75c. to initial order.) 


Without store name 


XMAS 


Check in advance must 
accompany order— 
For your Nov. and Dec. trims 
we have appropriate seasonable 
tickets in-stock. 
Samples on Request. 
XMAS WINDOW CARDS 


Sizes: 7” x 12” and 8” x 14”. |.” 


WRITE for TEXT _--*” 
AND PRICES _.-- 


ae 


-°-" BoOoT & SHOE 
RDER, 


(Actual size) 
eed berder, green leaves on white 


stock—black figures 


Polly Clip 


Ticket holders 867 W. oe i] 


O with store name 
O without store name 
closed 
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in selecting your spring sport and 
juvenile shoes... 


bear in mind that Northwestern’s 
Elko and Deerskin will ideally meet 
your leather requirements. 

Soft and pliable under all conditions 
— durable beyond expectation — and 
possessing that quality first looked 
for by your customers — a beautiful 


lasting appearance. 


NORTHWESTERN LEATHER COMPANY TRUST 


Wi KITCHENER RUSSIDE SOOTAN 
Nowesco ™ smoorTH sings *® BROGUE ™ ELK SIDES BOSTON 


FLKO & DEERDSKIN 
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- WHAT WILL 


THEY SAY ABOUT 
YOUR STORE IN 1933? 


It is said that public opinion makes or 
breaks a business. It is also said that per- 
sonal recommendations from one friend 
to another is the finest of all known ad- 
vertising media. 

In 1933 your shoe store can be “just a 
mediocre shoe store”... or it can be trans- 
formed into a brilliant ex- 
position of shoe styles. It 
can provide the last word 
in service... and it canal- 
so be the talk of the town 
for the values that it 
offers .. . IT ALL DE- 
PENDS ON YOU! 

Attending the N.S.R.A. 
Convention in Chicago in 
January is your duty... 


Ks 


ness .. . your duty to your customers 
... your duty to your future. The man 
who operates his business within the four 
walls of his own store cannot expect to 
reflect in that store the type of bizarre 
and sophisticated footwear that has 
created exclamations of admiration 
throughout America. 
Begin planning now, TO- 
DAY, to attend the 
N.S.R.A. Convention -in 
Chicago in January. 
Special reduction in railroad rates 
by securing special certificate 


from railroad agent when purchas- 
ing transportation. 


For all hotel and display 
space reservations apply to 
NATIONAL SHOE RETAILERS ASSN. 


your duty to your busi- ALL RETAILERS INVITED 8 south Michigan Avenue, Chicago. 
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NATIONAL NEWS 








>» HOW’S BUSINESS 4 
Shoe Prices Advance Slightly 


WASHINGTON, D. C.—The index num- 
ber of wholesale commodity prices as 
computed by the Bureau of Labor 
Statistics of the U. S. Department of 
Labor shows a decrease from Septem- 
ber, 1932, to October, 1932. This index 
number, which includes 784 commodities 
or price series weighted according to 
the importance of each commodity and 
based on the average prices for the 
year 1926 as 100.0, averaged 64.4 for 
October as compared with 65.3 for 
September, showing a decrease of about 
11-3 per cent between the two months. 
When compared with October, 19381, 
with an index number of 70.3, a de- 
crease of 81-3 per cent has been re- 
corded in the twelve months. 

The hides and leather products group 
increased slightly more than % of 1 
per cent during the month, due to in- 
creases in boots and shoes, skins, 
leather, and suitcases and bags. De- 
creases were shown in the average 
prices for hides. Textile products as a 
whole decreased 3% per cent from 
September to October, due to declining 
prices for cotton goods, silk and rayon, 
woolen and worsted goods, and other 
textile products. The subgroup of knit 
goods increased slightly. 


Sales Tax Plan Defeated 


BIRMINGHAM—The sales tax plan 
which was proposed in two bills in- 
troduced in the special session of the 
Alabama Legislature have been killed 
and Alabama merchants will not be 
worried over this form of taxation for 
the time being. 

Merchants alone, are responsible for 
the defeat of the sales tax plan. Thou- 
sands of them jammed the capitol halls 
protesting while others wrote letters 
and sent telegrams to their representa- 
tives and senators asking that the bill 
be defeated. 





SATURDAY, NOVEMBER 26, 1932 
































Wholesale Prices for Week Ending Nov. 12, 1932 











ees al — 


WASHINGTON, D. C.—The Bureau of 
Labor Statistics of the U. S. Depart- 
ment of Labor announces that its index 
number of wholesale prices for the week 


ending November 12 stands at 64.0 as 
compared with 63.9 for the week ending 
November 5, showing an increase of 
two-tenths of 1 per cent. These index 


All commodities 

Farm products 

Foods 

Hides and leather products.... 
Textile products 

Fuel and lighting 

Metal and metal products 
Building materials 


-| Chemicals and drugs 


Housefurnishing goods 
Miscellaneous 





numbers are derived from price quota- 
tions of 784 commodities, weighted ac- 
cording to the importance of each com- 
modity and based on the average prices 
for the year 1926 as 100.0. 

The accompanying statement shows 
the index numbers of groups of com- 
modities for the weeks ending October 
15, 22, 29, and November 5 and 12. 


Oct. 22 Oct. 29 Nov. 5 

f 64.1 63.9 
47.0 46.2 45.9 
60.8 60.1 59.3 
72.8 72.2 71.6 
54.7 54.5 54.2 
71.9 72.8 72.8 
80.3 79.9 79.9 
70.5 70.6 70.7 
12 72.4 72.4 
72.5 72.5 72.5 
63.9 63.9 63.8 


ee 











Shoe Sales Decline 


CoLUMBUS, OHIO—Sales of the Schiff 
Co. operating a chain of 188 retail units 
located in 26 states for the first 10 
months of the year were $7,155,614.93 
compared with $8,263,508.99 for the 
corresponding period of last year, a 
decline of 13.4 per cent. Sales for the 
four weeks period ending Oct. 29 were 
$683,060.94 compared with $771,926.91 
for the corresponding period last year 
a decline of 11.5 per cent. 








Winter Is Here 


INDIANAPOLIS, IND.—Along with the rest 
of the middle west, Wednesday Indianapolis 
was digging itself from under the heaviest snow- 
fall in thirty years. As a result, shoe merchants 
reaped a harvest. The sale of Galoshes, rubbers 
and gaytees exceeded all past records. In several 
instances stocks were completely exhausted. 
Sales in several of the large downtown stores 
ranged from 500 to 800 pairs of protective foot- 
wear. 





Seasonable Activity in Denmark 


WASHINGTON, D. C.—A report issued 
by Arthur B. Butman, chief shoe and 
leather manufacturers division, De- 
partment of Commerce, states: 

“Danish shoe factories are reported 
to be fairly well occupied at present 
with the balance of the fall orders. 

“There is a fair demand for locally 
manufactured shoes, especially the 
cheaper grades. Manufacturers state 
that recent small price increases in 
locally made shoes, as result of higher 
hide quotations, have been practically 
wiped out by competition among the 
various Danish factories. 

“Imports of leather footwear in Sep- 
tember, 1932, came to only 15,400 kilos 
compared with 178,600 kilos in the same 
month of the previous year and 17,400 
kilos in August, 1932. 

“Effective October 15 the Danish im- 
port duty on leather footwear was 
raised from 60 ore per kilo plus 7% 
per cent ad valorem to Kr. 1.50 per kilo 
plus 10 per cent ad valorem.” 








Villas lon Shoes 
NOW PRICED 
TO RETAIL AT 


$6.00 up 


SEE THEM.. 


AT THE SHOW 


in Rooms 1009, 1011, 1015 
i | nO) 141 O) 21@) 42 


520 Marbridge Building, New York 
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Facts Told at Meeting 


Boston—Carl P. Dennett, chairman 
of the Massachusetts Branch, National 
Economy League, told guests at the 
268rd dinner of the Boston Boot and 
Shoe Club that not only the national 
government, but states, cities and towns 
have allowed their expenditures to in- 
crease to such an extent that conditions 
are critical. Increases of from 180 per 
cert, in the case of New York City, 
to more than 1300 per cent in the case 
of Detroit have come into existence 
since 1913. Numbers of cities and 
towns are bankrupt. One-third of all 
taxes paid are eaten up by the cost of 
government. There are a quarter of 
a million taxing bodies in this country 
and the total taxes paid per year by 
the average American family have 
upped from $136 in 1913 to $500 at 
the present time. 

Joseph M. Paul, secretary of the 
Boston Credit Men’s Association, 
stressed the thought that, in all sales 
work, business service must follow the 
product. A hopeful sign, he thought, is 
that even at the low rate of consump- 
tion existing today, production is lag- 
ging behind. 

Arthur D. Anderson, editor of the 
BooT AND SHOE RECORDER, reviewed the 
style trend, emphasized the safety of 
the leather colors selected by the tan- 
ners, pointed to the looming vogue of 
white and impressed on his audience 
the importance, nevertheless, of shoes 
with talking points other than mere 








beauty of line, color and material. “New 
England,” he said. “has sold its birth- 
right for a mess of style and while I 
do not decry style, which we will always 
have, I cannot refrain from pointing 
out that the demand today is for shoes 
with constructional, corrective or com- 
fort features which will give the mer- 
chant specific talking points.” 

The meeting, first of the 1932-33 
series, was held in the Hotel Statler, 
with President Maxwell P. Gaddis in 
the chair. 


Men’s Style Committee Meets 


New YoRK.—At a meeting called by 
George N. Geuting, chairman of the 
Men’s Style Committee, held at the 
Hotel Pennsylvania Nov. 17, represen- 
tatives from manufacturers, tanners, 
last and pattern industries met with the 
National Shoe Retailers Association 
Committee to discuss means of educat- 
ing the retailers of the country to the 
value of promoting summer shoes. The 
slogan of “Comfort and Wear Without 
Weight” was adopted. 


sa 











A Sales Making Window 


Huntington, West Va.—This novel shoe 
window brought a great increase in the shoe 
department of Geo. H. Wright Company during 
the early part of the fall season. 

The shoes were displayed in such a way as to 
bring them up close to the eye, and three fall 
colors were used very effectively: tan, orange 
and yellow. The main feature of the window is 
the new note of “continentalism.” 








BROWN SHOE COMPANY YEARLY REPORT 


St. Louis, Mo.—Brown Shoe Com- 
wpany, Inc., report to stockholders for 
the year ended October 31, 1932, made 
public today, shows net earnings for the 
year after all charges and taxes of 
$1,061,299, which figures $3.28 per 
share on common stock outstanding 
after preferred dividends. 

The current cash position of the com- 
pany, always most excellent, has been 
improved still further during the year. 
Current assets in relation to current 
liabilities show a ratio of better than 
12 to 1. Cash alone is over three times 
current liabilities. 

During the year there was retired 
and cancelled $275,000 preferred stock 
of the company, which covers retirement 
provisions through 1934. 5000 shares 
of common stock were also acquired and 
paid for at a price below the net quick 
asset value, and are held in the treas- 
ury, thus strengthening the position of 
both preferred and common stocks. 

Book value of the common stock now 
figures $48.43 as compared with $47.87 
a year ago. Ten years ago the book 
value figured $19.11, and when the 
present stock was issued by the com- 
pany twenty years ago, or at the time 
of the initial balance sheet of the 
present company, it figured $4.10 per 
share. 

John A. Bush, president, says “The 
year’s results are very gratifying and 





have been accomplished only by the 
utmost in conscientious endeavor, eco- 
nomy and sacrifice on the part of heads 
of departments and employees. The 
results have been accomplished in spite 
of the lowest prices for our shoes at any 
time in the last decade, in fact our 
values today are superior to pre-war 
values.” 

The company in addition to operating 
11 factories in various towns in Mis- 
souri, Illinois, Indiana and Tennessee, 
adjacent to St. Louis, maintains in St. 
Louis, its headquarters, its associate 
distributor the Central Shoe Company, 
and a large sole cutting plant, a box 
making plant and two factories for 
making higher grade shoes. It also 
owns and operates sole and upper 
leather tanneries at Gowanda, N. Y., an 
old tanning center where costs and 
quality in tanning have always been 
obtained. 

Mr. Bush stated he looked forward to 
a better Spring business than the 
Spring of a year ago. Stocks on the 
retailers’ shelves have been very much 
reduced, the old shoes in consumers’ 
closets have been worn out, the low in 
hide prices has been reached and hides 
are now selling above the low price 
without any great accumulation of 
either leather or hides, and the employ- 
ment situation is bound to improve. 
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SLIPPERS 
>>> KKK 


4 d 
1407 Red Kid 
$1.90 
IN STOCK 


You can increase Christmas busi- 
ness with an assortment of Evans 
Hand Turned slippers for men, 
boys and youths. Thirty-four 
styles, priced $1.90 to $3.00, are 
stocked in standard colors. Cata- 


log gladly sent. 


L. B. EVANS’ SON 
COMPANY 
WAKEFIELD, MASS. 


BOSTON NEW YORK 
10 HIGH ST. 47 W. 34TH ST. 


ed Kid 
2598 Pat. and 
Green Kid 


$2.50 
IN STOCK 


STOCK CATALOG ON REQUEST 


22? 2 Grr: CLEC 


HOUSE SLIPPERS 
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WHERE TO BUY 


Sport Footwear 








st MAIN ST 
WILTON, MAINE 


G.H.BASS . 


WHERE TO BUY 
Men’s Shoes 

























<a ° 
i al 
we oss eese 


| 


EAST WEYMOUTH, MASS. U.S.A. 


rHE 








eer 
=" SHOE 
Men’s Fine Shoes 
OLD COLONY SHOE CO 
BEM york Brockton, 


Sioa | ~~ MASS. 


BE, 


().. A. PACKARD DCO., Makers 


“Tettloton 


Shoes Now Retail $8.50 Up. 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, 




















N. Y. 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 


SHOES 
Brockton, Mass. 

















FitcHsurG, Mass.—The W. C. Good- 
win Co. are justly proud of the new 
store to which they have recently moved. 
This location is only two doors west 
of the old stand that they have occupied 
for many years. A view of the interior 
taken from the rear of the store is 
shown above. This shows the store 
arrangement, with the hosiery counter 
just inside the front door. 

Entrance to the large basement is in 
the rear of the store. This department 
has a full line of footwear, with $3.95 
as the top price. The slogan of the store, 
established 35 years ago, applies to the 
basement as well as the main floor. It 
is “‘A good place to buy good shoes” for 
the best possible service has always 
been the keynote of this well known es- 
tablishment. 

Goodwin’s appeals to the middle and 
better class of trade as may be seen by 
the lines they handle: Walk Over for 


W. C. Goodwin Co. in Modern Home 
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men and women; men’s Florsheim, and 
Friendly Five; women’s Gray Bros., and 
Vitality; children’s Buster Brown and 
Brown and Durfee; Gotham and Hole- 
proof hosiery; Daniel Green slippers, 
and Beacon Falls rubbers. Even in the 
basement, where low priced goods are 
carried, quality at a price is the word. 

In commenting about the new store, 
Dana D. Goodwin said: 

“The new store front was put in by 
by C. L. Goodwin of Worcester, and we 
feel they have built us an outstanding 
store. It has certainly attracted a 
great deal of comment here and it is 
entirely distinctive and different from 
any thing else in town. 

“The overhead sign is of plate 
glass with dull and burnished silver 
letters on a black background. The 
border is of copper. The windows them- 
selves are of maple with a walnut trim. 
The valances are also of wood. 





Pizitz to Build Branch 


ANNISTON, ALA.—Pizitz Dry Goods 
Company have announced plans for 
construction of a new department store 
building to be constructed here. The 
company is affiliated with Pizitz of Bir- 
mingham. 





Tariff Bill Pleases Canadians 


TORONTO, ONT.—Shoe manufacturers 
in Canada are much pleased by the 
word received from Jamaica that that 
country’s legislature has adopted a new 
tariff bill giving a preference of 25 
cents a pair for Canadian-made shoes. 





Pat. C. Hussey Made Manager 


Mosite, ALA.—Pat. C. Hussey, for- 
mer manager of the Royal Bootery, has 
been appointed manager of Todd’s 
Brownbuilt Shoe Store. Hussey before 
coming to Mobile was manager of stores 





in Tennessee and is a Tennesseean. 





Pickled Splits 


Preasopy, Mass.—Pickled splits are 
up to a nickel and more, against a cent 
for the low, and at a cent some were 
tossing splits to the glue makers. The 
rise is due to the larger demand. Splits 
are wanted for insoles, slipper soles, 
work shoes, gloves, and so on. A pickled 
split is the split that’s taken off a cow 
hide. It’s the flesh split. The grain 
split is used for patent or other leather. 

Sixty different kinds of split leather 
are made by one firm. 





DO YOU KNOW? 


Stripping leather is slitting skins into nar- 
row strands. For instance, a firm in Lynn takes 
leather enough to cover a table 20 x 20 feet, and 
from it cuts strippings long enough to reach half 
a mile. Much from little, i is it not? The strip- 
pings are used for weaving designs in vamps, or 
over and over the top lines of shoes; also, in the 
automobile and other trades. 





BooT AND SHOE RECORDER 
combining THE SHOE RETAILER, Nov. 26,°1932 


We 
2) 
as 


Coated FOR QUALITY 


; It has firmness and flexi- 
m Cesture bility and the “feel” that 
good leather should have. 





It stands comparison with 
leather of any other color. 


in trengih 





not bluish or creamy, but 
simply white. 


; It is clear and brilliant— 
mn Clor 
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ohimples by request to Room 1702-100 Gold Sirect, New York 
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WHERE TO BUY 


Women’s Shoes 

















FOR WOMEN 
THE JOHN EBBERTS SHOE CO., Inc. 
Buffalo, N. Y. 
Both lines carried in stock. 
FOR MEN 
}. P. SMITH SHOE CO. 
Chicago, Ill. 
6066060666604 69606460064 


“The Correct Dodge for All Oceasions”’ 


GENUINE HAND 


TURNS 


No. 80102 
DYEABLE 
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18/8 Louis Heel. White Lining 
Medium Pointed T 


ay de, Diiss Re 3 


NEWBURYPORT, MASS. 
“ONE GOOD TURN SELLS ANOTHER” 


6969696060606 0060606066060606608 
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WHERE TO BUY 


Men’s and Women’s 
Slippers 
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W. 8. CHASE & SONS, INC., 
HAVERHILL, MASS. 

in Steck Men's Full Leather Lined 

Handturned Slippers 

Priced from $1.60 
Kid Pullman Slippers 
colors and Black with 
1.35 


Snap Pocket 
1.50 


Zipper Pocket 
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WHERE TO BUY 


Shoe Forms 
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| Zarry. Forms| 
FOR SHOES AND HOSIERY 


made from white, 
transparent or colored 


FAIR YLITE 





Subtle misty shades forecasting a 
new trend are featured in the confiden- 
tial advance edition of the 1933 Spring 
Season Silk Card, just issued by the 
Textile Color Card Association to its 
members. 

In reviewing these color highlights, 
Margaret Hayden Rorke, managing 
director of the association, described 
the restrained shadowy tones as the 
unexpected colors in the Spring mode. 
She cited as typical of this tendency 
dusty blue and grayblu, cool shades of 
blue drifting into gray. Ash rose and 
rose dusk, haze mauve and heather 
mauve, fernfrost and pinemoss are, as 
their names indicate, in this subdued 
color range. Also reflecting this feel- 
ing are cloudmist and pigeon breast, 
fleecy bluish grays, and a new blending 
of gray and beige expressed in shado- 
tone and taupetone. Faded ceramic 
shades are represented by rose clay 
and pottery rose, as well as hazeblu 
and savona blue, the latter suggesting 
the Italian pottery by that name. 

New Spring renditions of gray and 
beige are considered significant among 
the light neutrals. Oyster gray and 
casino gray are indicative of this 
smart tendency, while ficelle and cord- 
beige are important spring tones. Patty 
beige and croquette, more creamy in 
cast, are also prominent in the beige 
family. 

The coppery influence is likewise a 
high-style trend in the Spring color 
mode, being reflected in a rosy rust 
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To Have Novel Meeting 


York, Pa.—Following out the plan 
of officers of the association to present 
speakers at their monthly meetings on 
current subjects, John L. Snyder, mem- 
ber of city council, and director of 
finance of this city, spoke at the Novem- 
ber meeting of the York Shoe Retailers 
Association. 

Harry B. Greenfield, manager of the 
shoe department of Wiest’s department 
store, in charge of arrangements for 
the December meeting announced final 
plans for the presentation of a playlet, 
from the Dry Goods Economist, on 
“How to Sell Quality Shoes.” During 
the presentation which will be put on 
by employees of the various member 
stores, the merchants will be permitted 
to interrupt to offer constructive critic- 
ism. The playlet will stress the slogan 
of the Boot AND SHOE RECORDER of sell- 
ing more shoes, for the right purpose, 
the right time and at a fair profit. 

Taking cognizance of the distress of 
the times, the members of the associa- 
tion gave considerable time to a dis- 
cussion of the current drive of the York 
Welfare Federation for relief funds, 
and by resolution pledged the shoe mer- 
chants to give their entire cooperation 





Shoe Form Co. Ine.. Auburn,N.Y. 
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in the drive. 


1933 SPRING SILK COLORS ANNOUNCED 








range and in more yellowish types, in- 
cluding burnt ochre and granada brown. 
Lively coral tones shading into lacquer 
and clear aquamarine hues are other 
new color notes. The brilliant orange 
gamme of desert glow and orange flame, 
and yellow-gold hues, such as lemonskin 
and nugget gold, are highlights among 
the more animated sports colors. 

Yellowish greens of the herbaceous 
variety are prominent and _ include 
escarole, romany green, lettuce heart 
and cabbage green. Citronnade and 
limejuice are, as their names suggest, 
smart tones in the citron range. In the 
red family, there are various new inter- 
pretations. Diabolo, a vivid orangey 
red, and apple red are favored. Beauty 
rose and fuchsia red are significant 
among the more bluish tonalities. 

Stressed in the blue gamme are 
lupine blue and hycinthia, soft violet- 
tinted shades. Matelot, a clear light 
navy, and Bermuda blue, an animated 
sports hue, are likewise accorded favor. 
Smart Spring browns comprise French 
cocoa, café glacé and gypsy brown. 

New pastel themes ‘for sportswear 
and after dark are also shown in the 
Spring card. These include straw 
yellow, crystal blue, cyclamen pink, 
goldtint and peachstone. In the off- 
white group, a very new interpretation 
is nacré white. Other attenuated tints 
are azurine, banana cream, dawnblush 
and mauvedew. Sunglint, parrot blue 
and olivette are typical of the range of 
lively animated hues. 








NEW ENGLISH SHOES 


English manufacturers are sending over sam- 
ples of several new kinds of shoes, among them 
being “stages,” which are shoes of double con- 
struction, having two uppers as well as two 
soles and the uppers being of a seamless pat- 
tern; also, walking shoes of “stained” calf, and 
sport shoes of English wax calf. 





Celebrating Anniversary 


ELKHART, IND.—The Economy shoe 
store, 413 South Main Street here, is 
celebrating its twenty-first anniversary. 
The store has been under the same 
ownership and management since its 
founding, according to S. C. Cohn, one 
of the owners. The firm also operates 
a store at South Bend, Ind. 





Forms New Pattern Company 


BrocKTON—Formation of a new com- 
pany to be known as the New York 
Stylist Corporation, creators of foot- 
wear designs, a subsidiary of the Dun- 
bar Pattern Company of this city, is 
soon to be announced. Interested in the 
new firm will be John F. Teehan, H. J. 
Dunbar and B. Frank Smith, all well 
known in the shoe pattern field. 
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Gh Looks tthe 9 
Ln ea 


December 6th — up goes the curtain on the new 
selling season! 


At the Manufacturers’ Seasonal Opening in New : 
York you'll get your first glimpse of the designers’ STARRI N 


triumphs for Spring. 

And here’s some advance information from behind | 

the scenes — you’re going to see Beaufelt featured © IN TH E N EW YORK 
“way up front” by forward-looking manufacturers © 

who have the knack of picking winners! SHOE SHOW xk* k x 
For though they’re using it in different ways, lead- © 

ing manufacturers agree on one thing — and that is ? : 
that, this Spring, it’s Beaufelt that offers the smart Suoes made of Beaufelt win the spotlight 
note needed in shoes! *) at the Manufacturers’ Seasonal Opening. 
Beaufelt is styled in all the correct colors — includ- | Look for them — in the leading lines. 

ing the lovely new pastels — for the Palm Beach and 

Spring seasons. And here are some other features 

that make it a “natural” for Spring promotion. 

Shoes made of Beaufelt sell on sight and they stay 

sold on wear and comfort. They flatter the feet and 

their beauty never dims. For the dull mat surface THE NEW 

has a lasting finish and can’t scuff or mar and sim- PERFECTED FELT... 

ply won’t wear shiny. And — miracle of miracles! 

Beaufelt doesn’t stretch out of shape, yet allows a 

full footful of perfect comfort. 

Look ahead. Write us for samples and manufacturers 

sources. REG. U. S. PAT. OFF. 


FELTERS COMPANY, INC. 


RSs OF FINE FELT FABRICS 
FOURTH AVENUE, NEW YORK CITY 


BOSTON CHICAGO ST. LOUIS DETROIT SAN FRANCISCO LOS ANGELES PHILADELPHIA 
GRIESS PFLEGER & COMPANY, INC., Cincinnati, Ohio CANADIAN LEATHER COMPANY, LTD., Montreal, Canada 
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WHERE TO BUY 
Ballet Slippers 
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BLACK KID BALLET 
SLIPPERS 


Soft 

Ladies’ 2% to 

"6 BY Serer 

Children’s 6 to 11 a. 

Hard Toe $1.00 copes Higher 
OTH SHOE CO. 

50 N. 4th St., Philadelphia 














WHERE TO BUY 


Children’s Footwear 










High Grade 


Goodyear Welt 
Shoes in Stock 


CHILD LIFE SHOE- 
MAKERS, Inc. 
@) CEDAR GROVE 
WISCONSIN 
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WHERE TO BUY 
Spats 


he il 


3 ie a 
BOND STREET 








helps—attractive packages. I 
ftock. Write today for samples to 


ILLIAMS MFG. COMPANY 
bh Ohie, U. & A. 





Buys Family Shoe Store 


Cargy, OnI0—E. S. Weimer of Find- 
lay has purchased the Family Shoe 
Store here, formerly operated by Ardo 
Lee. The purchaser operates shoe 
stores in Findlay, North Baltimore and 
Leipsic. A new stock will be installed 


in the Carey store. 






>» TRADE DOINGS 4 





D. Schwengels Retiring 


SPRINGFIELD, ILL.—Diedrich Schwen- 
gels, owner of Schwengels Boot Shop at 
126 South Fifth Street, begins a “going 
out of business” sale November 17. He 
is going out of business on January 1. 
The entire stock and fixtures will be 
sold. The shoe store has been operated 
by Mr. Schwengels for almost twenty- 
three years. Mr. Schwengels is forced 
to move out of the present location be- 
cause the building has been leased by 
the S. S. Kresge company. 

The Hanan and Son brand of shoes 
have been sold in this same location for 
over twenty-five years. The Walk-Over 
make was sold in this store before the 
brand was trade-marked Walk-Over, a 
now nationally famous shoe. 





Gets Unexpected Boost 


PITTSBURGH, PA.—Elaborate Christ- 
mas displays are planned by Irving J. 
Obst, manager of the Wise Shoe Store, 
both in the windows and in the interior 
decorations, in the latter part of 
November. 

An unexpected advertisement for the 
hosiery carried by the Wise shoe store 
was furnished two weeks ago by the 
research department of the Carnegie 
Institute of Techology, which pro- 
nounced it the best buy in town. The 
test made by the laboratory was part 
of its routine work, and was not re- 
quested by the store. Obst will fea- 
ture a facsimile of the independent 
report in his future hosiery displays. 





Rubber Sales Good 


Rubber weather in plenty thus far 
this November. Rain came down in 
many cities on election day. Folks had 
to climb into gum shoes when they 
went out to vote. Who remembers when 
arctics brought as much as $5 a pair 
in Boston? That was a stormy winter. 
The rubber trade won. The snow shovel 
trade predicts another heavy winter. 
Next February will tell the story. 
Meanwhile, there are plenty of new 
styles in storm shoes to be sold. 





Using More U. S. Shoes 


MONTREAL — Canada imported in 
September footwear, exclusive of rub- 
ber, to the value of $100,711, compared 
with $74,675 in August, and $208,638 
in September, 1931. As usual men’s 
and children’s boots and shoes came 
mostly from Great Britain, and wom- 
en’s shoes from the United States. The 
15,244 pairs of women’s shoes from the 
United States was the largest monthly 
importation for a considerable time. 





Miami Selling Suede 


Mramt, Fra.—J. L. Craig, manager 








of the shoe department at Burdine’s, the 
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RUBBER BISCUITS 


Rubber biscuits—nothing to do with those 
the bride makes—just a shoe supply. Boston 
Blacking & Chemical Co. brings thousands of 
them from Para, in Brazil. Natives make them, 
by dipping sticks into sap from the rubber tree, 
and smoking them, to cure the rubber. The sap 
firms up into a big biscuit on each stick. The 
B. B. & C. Co. washes them, puts them into a 
tank of water, where they bob about like a 
school of young porpoises. That's to clean them 
of impurities. It makes some of them into 
cement, for sticking seams in shoes, patches on 
tire tubes and so on. If there were impurities 
in the rubber the cement wouldn’t stick tight. 


LL 





largest department store in Florida, 
states that suede in black and brown, 
all suede and in combination with kid, 
is the popular item right now. More 
combinations are being called for than 
all plain leather, and the side tie, with 
medium heel, is a good number. Some 
white is being used, and white with 
black or brown is good form for the 
south, 





Imperial to Remodel 


New ORLEANS—Preparatory to the 
remodeling of the Imperial Shoe Store 
which includes the tearing out of the 
entire front and building of a more 
artistic vestibule and other renovations, 
the management inaugurated today one 
of the greatest shoe sales in the history 
of the store. Fred Eckert, buyer for 
the women’s department, says this is 
one of the largest sales in the history 
of the concern. 





Maryland Shoe Employment 
Higher 


BALTIMORE, Mp.—Index figures for 
both employment and combined payroll 
in the shoe industry in Maryland were 
substantially higher in October than in 
the previous month, according to Dr. 
J. Knox Insley, Maryland Commissioner 
of Labor and Statistics, The October 
employment figure was 93.7 as com- 
pared with 86.7 in September. In Oc- 
tober the payroll figure was 83.7 and in 
September it was 72.3. 





G. P. Leftwich Promoted 


ATLANTA, Ga.—G. P. Leftwich, who 
has been with the Fifth Avenue Slipper 
Shop for the past five years, has been 
promoted to the position of manager of 
the new shop of the company at No. 2 
Peachtree Street, it has been announced 
by W. S. Reyner, district manager of 
the company. 





Sam Weingarten Opens 


LorAIN, OHIO—Sam Weingarten, who 
has been manager of Krohngold’s 
Sample Shoe Store for the past few 
years, which store discontinued four 
months ago, has taken over the store 
room and opened a retail shoe store 
under the name of Sam’s Shoe Store. 
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as the 
Cadets ina 
crack company 


at WEST POINT / 


Hand-spooled heels are out of step with 
up-to-date shoemaking. 


They lack the uniformity of line and shape 
which machine-spooled heels guarantee. 


MEARS machine-spooled heels eliminate 
variation in sizes and shapes of tops. 


Individually or in volume, each MEARS 
heel is a faithful copy of its original. 


For good shoemaking specify MEARS 
machine-spooled heels—in any desired 
shape. 


FRED W. MEARS HEEL COMPANY, Inc. 


Auburn, Me. Columbus, O. St. Louis, Mo. 
Salem Depot, N. H. 


Conway, N. H. Auburn, N. Y. 
Mi ' m\ R Me Affiliated Company: Fellows Wood Heel Co., Brentwood, N. H. 


WOOD HEELS 


ar. poeta: te MEARS TOPS OTHER TOPS 
Paylen wood heels. mechanically spooled hand spooled 
eT 
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WHERE TO BUY 


Dancing Shoes and Taps 








TAP SLIPPERS 
IN-STOCK 
Black Kid One res 4 

r 5) 
Patent Leather One 
Strap 


Bibtos ties 5c. extra. 
BROOKS SHOE MFG. CO. 
Swanson 


& Ritner Sts. 
Philadeiphia 


















THE LEADING TAP SHOES 
IN STOCK 
Insist on TORNS for your 
via TAPS 


ze 
Write for 
sample-pairs 
The Norridgewock Shoe Co., Inc. 
NORRIDGEWOCK, MAINE cece 











IN STOCK 


or be a yg 

ther—Sizes 2% 

te 8—B, C and D widths. 

Write for catalog. 
FREEMAN 

THOMPSON SHOE 
COMPANY 

St. Paul, Minnesota 


TAP SLIPPERS 














TAP DANCING 
THEO SLIPPER 
Stock Ne. need 


Patent Lea 
For Growing ‘iris 
Widthe—Sizes 3-7 
Price $1.25 


BLOG SHOE CO., INC. 
147 Duane St., New York City 











* KENDALL’S 


IN-STOCK 
Style No. 18 


Pat. lea. or Bik. 
Kid Full 


PROFESSIONAL o 
FLATS 



















* * 


KENDALL SHOE a OMPANY 
HAVERHILL, MASS. 








Opens New Branch 


ROCKVILLE, CONN.—A new unit of 
the Diamond Shoe Stores chain, which 
has been expanding rapidly in the 
southern New England area, has been 
opened at 16 East Main Street here. 
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Now = a Little Night Life 


[CONTINUED FROM PAGE 35] 


heels and the other chose these accents 
in green. 


The Metallic Note 


If you bought gold and silver kid 
sandals this year, don’t be afraid to 
play them up. They’re good. Very 
much better than last year. The com- 
bination of the two in one shoe is the 
best of all. Metallic kid skins have 
been selling all the way down the line 
to the less expensive shoes. 

There are three reasons for this re- 
vival, as we see it. First, the familiar 
argument of economy since metallics 
will go with any number of dresses. 
Second, the fact that they look more 
refined than before in the smaller areas 
and intricate design of the new sandals. 
The third is a clothes fashion reason. 
Metallic materials and metallic trim- 
mings in dresses are exceptionally 
popular. Many brocade dresses, like 
Mrs. Snowden’s in the photograph, 
were seen at the Horse Show and 
have been selling in the smart shops. 
There is a new gold and silver standard 
in evening clothes. More glitter and 
brilliance. Another optimistic sign and 
a note to feature in displays! 

Gold and silver brocades are sharing 
in this new metallic interest. And in 
the higher priced shoes, metallic Pais- 
leys, used with skill, have done well, 
although the Paisley note does not 
seem to be living up to the early sea- 
son’s flurry in these materials. 


Look to Your Sandals 


Many merchants are wondering 
whether they will do better with closed 
or open sandals this winter. In the 
evening shoes now being worn, it is 
true that you see “more of the sandal 
and less of the foot.” The emphasis 
is on the interesting design and mate- 
rial of the slipper itself rather than 
upon wide open spaces of stocking. The 
evening sandal with smart acceptance 
this year seldom shows the division of 
the toes, but it is still most decidedly 
open, very cut-out, though not too much 
cut down. The “closed-up sandal” 
(number two in our sketches) is the 
exception rather than the rule. You 
see it worn by older women rather than 
by the younger group. The fashion is 
for light and airly evening footwear. 
Very light. Very airy. And above all, 
very intricate in color and design. 

Slippers worn at the Opera opening 
were much more conservative than 
those we saw at the Horse Show. Less 
extreme in cut, pattern and color com- 
bination. Many more slippers exactly 
matching the dress in color. Sometimes 
in material, too, as in Mrs. Goadby 
Loew’s sandals in the same brocade as 
in her gown. This conservatism was to 
be expected on such an occasion, where 
the dowagers so far outnumber the 
debutantes! 

One fashion idea, however, was en- 


dorsed by all ages of women at the 
opening—the pure white slipper. Worn 
with white costumes. Usually plain 
satin or crepe pumps without orna- 
ments. Slippers bride-like in their sim- 
plicity. Surprising! But as _ these 
white ensembles trailed through the 
lobby, there was no denying the fact. 
And because these white slippers melted 
into the long lines of white dresses the 
effect was very lovely. 

So some of these white dyeables of 
yours may be worn just as they are 
this winter—without a trace of color. 
And that is something to tell your cus- 
tomers, too. 


Curly Heads, Sandaled Feet 


If you are interested in costume fash- 
ions as a background for slipper sell- 
ing, here is a summing-up of what we 
saw: 

Lots of curly heads. Little ringlets 
all up the back. Lots of golden sun- 
burned backs, even though beauty spe- 
cialists say there isn’t a sun-tan left in 
New York! Puffed sleeves. Muffs. 
(What would you do with a muff at the 
Opera?) Odd color contrasts like pale 
pink and purple. Feather trimmings on 
dresses. Heavy satins in fabrics with 
a high, synthetic luster. “Ciré” or 
waxed fabrics. Ribbed or blistered ef- 
fects in the dull crepes. (Blistered is 
not an appealing word to the shoe 
trade, but it exactly describes the char- 
acter of these new silks.) 

Deep colored velvets the smartest 
things in evening wraps. Wine shades. 
Plum shades, berry shades. Not all the 
ermines in captivity could compare in 
chic with these slim, usually furless 
coats, very fitted in the waists, very 
full as to sleeve. Sometimes in short 
jackets (like the one Mrs. Herndon 
wears in the photograph). Sometimes 
almost floor length, reaching to with- 
in an inch or two of the dress hem. 
The most distinguished ensemble of all 
was deep plum velvet, heavily crinkled, 
in a coat like this worn with a white 
dress and silver sandals. 

The white dress is everywhere. At 
the beginning of the season, white, you 
know, was supposed to be “going out.” 
The formal showings at the dress houses 
ignored it. But women wanted it and 
so it came back. In the new heavy 
satins and crinkled crepes it took a 
new lease on life. All of which goes 
to prove that manufacturers can make 
what they will but women will take 
what they want—thank you! 





Your own advertising headlines, the 
Boor and SHOE RECORDER, your own 
knowledge of your shoes, are all 
sources of promotion IDEAS to use on 
these cards. With such a practical 
inexpensive plan you can have drama- 
— displays; no matter how small the 

re, 
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When You Come to the 


Seasonal Opening 


Plan to stop at this convenient hotel 
—800 rooms—rates from $3 single, 
$4 double — 3 minutes from Grand 
Central — Dancing nightly in the 
Silver Grill. 





HOTEL LEXINGTON 
48TH ST. AND LEXINGTON AVE. 
NEW YORK 


When writing advertisers please 
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WHERE TO BUY 


Riding Boots 





RIDING BOOTS 
| IN-STOCK 


For Men, Women and 
Children—also 
Jodhpurs and Field 








Completes 60 Years 
of Active Business 


Frank W. Whitcher, president of 
Frank W. Whitcher Company, pro- 
ducers and distributors of shoe manu- 
facturers’ goods, Boston, on Nov. 11, 
completed sixty years in active busi- 
ness. Scores of Mr. Whitcher’s asso- 
ciates remembered him with con- 
gratulatory letters, telegrams and tele- 
phone messages in recognition of the 
occasion, for he is one of the best-known 
and most popular members of the in- 
dustry. 

Mr. Whitcher’s firm was founded in 
1826 by John Tillson, and was at first 
a retail house engaged in the distribu- 
tion of shoe manufacturers’ goods. 
From 1840 to 1872, it was a wholesaling 
concern, following which it began to 
manufacture shoe goods in a small 
way; and from 1898 the business rapid- 
ly expanded and has been principally 
a manufacturing one. 

The head of the firm has had a long 
and honorable career, including close 
association with organization activities. 
He and his firm have been active mem- 
bers of the New England Shoe and 
Leather Association for 35 years, and 
during this period Mr. Whitcher has 
served ably as a director of the Associ- 
ation and member of various commit- 
tees, and as official delegate to the 
Massachusetts State Chamber of Com- 
merce, of which organization he was 
at one time president. He, likewise, has 
been for more than 30 years an enthu- 
siastic member of the Boston Boot and 
Shoe Club, and has been closely asso- 
ciated with the National Leather and 
Shoe Finders’ Association, at one time 
being its treasurer. Another of his 
cherished organizations is The Ancient 
and Honorable Artillery Company of 
Boston, in many of whose field days Mr. 
Whitcher has participated. 

Among the messages of congratula- 
tion sent him were letters from the New 
England Shoe and Leather Association, 
the Boston Boot and Shoe Club and the 
National Shoe Travelers’ Association. 
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Mr. Whitcher is still in excellent 
health, and his personal interest in his 
firm and the industry itself remains 
undiminished. 

This veteran trade leader was born 
in Tilton, N. H., November 10, 1855, 
and is of the eighth generation in direct 
descent from Thomas Whittier, who 
came to this country and settled in 
Haverhill, Mass., in 1638. 

Mr. Whitcher was the first person 
to recite a poem over the transcon- 
tinental telephone system. He was in 
San Francisco on June 4, 1915, when 
the New England Shoe and Leather 
Association, from its headquarters in 
Boston, conducted the first ocean-to- 
ocean telephone talk under organiza- 
tion auspices. The Boston man wrote 
the poem especially for this occasion, 
and many of his friends listened to it at 
this end of the 3,000-mile-long line. 








Clever Window Idea 


CHICAGO—At Cutler’s State Street store 
the “island” window is attracting much atten- 
tion with a revolving show table on which are 
displayed full size figures of stars appearing in 
a popular stage show. These figures are smartly 
dressed with appropriate foot-wear. Other shoes 
of the same type are grouped with each figure. 
The three sections feature evening slippers in 
crepe and silver, suede and kid strap slippers 
and pumps. 

Another window advertises a three day sale of 
1000 shoes at $2.65. 





» STORE CHANGES 4 





Opens Family Shoe Store 


GREENSBORO, N. C.—-Douglas Boot 
Shop will be opened at 215 South Elm 
Street. The store sells a complete line 
of the latest in men’s, women’s and 
children’s shoes at price ranges from 
$2.95 to $7. The W. L. Douglas shoes 
will be featured, but other well known 
brands will be stocked. The store is lo- 
cally owned. 

W. B. Hall, who will manage the 
store, is well known to shoe buyers in 
this section. He was with the old Nick 
Mebane store on West Market Street 
for several years and lately has been 
associated with the Economy Store. The 
new store is owned by J. A. Cooper and 
J. T. Robinson will be salesman, assist- 
ing Mr. Hall. 





To Sell Men’s Shoes 


PORTLAND, OrRE.—Royal Clothiers, 
Inc., a men’s wear store, will be opened 
on the main floor of. the Royal Build- 
ing, formerly the home of the Mathis 
men’s wear shop, the latter part of No- 
vember. Harold Miiler, formerly man- 
ager of the Miller clothing store, of 
which he is a stockholder, has been 
appointed manager of the new store, 
which will carry a complete line of 
shoes as well as other men’s needs. 





The store, which has been incor- 
porated for $10,000, includes the follow- 
ing officers: Alex Miller, president; 
Nathan Weinstein, vice - president; 
Abraham Asher, secretary, and Har- 
old Miller, treasurer. 





Shoes for the Family 


New ULM, MINN.—Fenske’s Shoe 
Store is a new retail shop opened by 
Harold and Robert Fenske. The inte- 
rior is finished in ivory and green col- 
ors and the fixtures and sectional ar- 
rangement new. The kiddies’ depart- 
ment is now for New Ulm. It is in 
the rear end of the store. The fitting 
bench has animal partitions and the en- 
trance is a brownie and parrot cutout 
scene. The fitting stools are shaped 
like pigs. 





New Toledo Store 


TOLEDO, OHI0—The Toledo Economy 
Shoe Mart, a new retail shoe store 
handling shoes for the family, opened 
recently at 424 Summit Street, with A. 
W. Dodson, widely known shoe man as 
manager. The store is one of a chain 
operated by the Cannon Shoe Company, 
with headquarters at Baltimore. H. R. 
Schroder, assistant sales manager and 
H. F. Stewart, district manager were 
in Toledo to supervise the opening. 


New Men’s Wear Store 


PORTLAND, ORE.—Weiner’s, a men’s 
wear store, was opened at the corner 
of Fourth and Morrison Streets in the 
old location of the Ben Selling Clothing 
store. J. Weiner, proprietor, who also 
operates the Oregon Woolen Mills 
stores here, has stocked men’s shoes in 
popular prices. Mr. Weiner will buy 
for this as well as all other depart- 
ments, at least temporarily. 


Starts Arcade Store 


CANTON, OHIO—Zimmer Natural 
Bridge Shoes, is the name of a new 
women’s footwear shop, which is shar- 
ing the room occupied for the past sev- 
eral years by the Millar Juvenile Shoe 
Shop, in the Harris Arcade market 
lobby. New shop is beautifully ap- 
pointed and all new fixtures have been 
installed. Zimmer has for many years 
been identified with retail shoe merchan- 
dising in Canton. 











New Basement Department 


LOUISVILLE—Besten & Langen have 
installed a basement shoe department 
that is doing a good business under the 
management of Miss I. Durham. The 
department makes a special feature of 
shoes from $1.99 to $2.95. 





Steve. Polenas Opens 


ENUMCLAW, WASH.—Steve Polenas 
has opened a new shoe store in the 
Enumclaw National Bank Building. O. 
W. Morgan from Hoquiam is assistant. 
The new store will feature Enna Jettick 
shoes. 
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.«On the Selling End... 


News of the Travelers and Sales Activities 





N.S.T.A. Active 


That the National Shoe Travelers’ 
Association is very happy in the prog- 
ress for the reissuance of an inter- 
changeable mileage book at rates under 
the prevailing passenger service or 
what may be the rates when rear- 
rangement of the same takes place is 
evident from the many communica- 
tions and contacts received and made. 

It is not the intent of the National 
Shoe Travelers’ Association to combat 
with the railroads, but rather to prove 
through arguments and facts as well 
as figures that commercial men are 
compelled to make less frequent and 
shorter trips because of the cost of 
transportation. This cost is reflected 
back to the cost of merchandising 
which hits the retailers and consumers 
as well as the salesman himself. 

It is proved by the various travel- 
ing commercial associations through- 
out the country that approximately 
1,000,000 salesmen are curtailing their 
trips and lessening their visits to their 
regular trade in order to lessen their 
expenses. It has been suggested to the 
railroads that as practically every line 
of merchandise has reduced their sell- 
ing price to induce more buying, rail- 
roads could encourage more passenger 
service if the price was within compe- 
tition with other means of transporta- 
tion, such as buses, coaches, etc. 





Better Times, Says Keith 


Declaring that the worst of the de- 
pression is over and better times are on 
the way, Harold C. Keith, president of 
the George E. Keith Company, predicted 
a marked turn for the better in retail 
conditions as he sent Walk-Over sales- 
men out on their annual Fall trip, at 
the close of the annual sales conference, 
last week. 

Mr. Keith in a final appeal to his 
sales force stated that they could go 
forward with enthusiasm for and con- 
fidence in the new Walk-Over shoes as 
the finest the company’s shoemaking 
experience and skill have produced. 

Mr. Keith’s address brought to a 
close a most interesting three day ses- 
sion at which Vice-President George H. 
Leach presided. 





Offers More Insurance 


The Shoe Travelers Association of 
Chicago announce they have secured a 
group insurance policy from the Bank- 
ers National Life Insurance Co. for 
their members and any shoe traveler 
who desires to secure more insurance 
protection at a very attractive premium 
rate. This offers an opportunity for 
shoe travelers to secure insurance pro- 
tection in amounts from $1,000 to 





$10,000 with an individual policy issued 
through the master policy of the Chi- 
cago Association. 





Spring Campaign Productive 


C. L. Hein, sales manager of Vitality 
Shoe Company, St. Louis, says that the 
results of the first two weeks of their 
Spring selling campaign covering the 
first half of November can be termed 
very successful. “Orders are _ being 
booked from all parts of the country in 
a volume which represents a splendid 
increase over a year ago, and,” con- 
tinued Mr. Hein, “in practically every 
instance, it is noted that seasonal orders 
for Spring show a better feeling on the 
part of merchants as their commitments 
cover a wider variety of shoes and a 
more comprehensive range of widths 
and sizes.” 


Re NER eT AR AO ES 





FRED HARVEY 
President of the lowa National Shoe 
Travelers’ Association, with headquar- 

ters in Des Moines, lowa 





Frank J. Kelley With Vici 


MILWAUKEE—B, C. Carroll, sales 
manager for Robert H. Foerderer, Inc., 
has announced the appointment of 
Frank J. Kelley as Vici’s new represen- 
tative in Milwaukee. His many friends 
in the trade will be glad to learn of Mr. 
Kelley’s added connection. 

Already, orders have come in from 
this territory which are gratifying to 
Foerderer and confirm to them the 
wisdom of their choice in appointing 
Mr. Kelley as their representative. 





AND SHOE 









Nominates Officers 


Without opposition, a slate of pro- 
posed officers was sent to members of 
the Rochester Association of Traveling 
Shoe Salesmen this week as a fore- 
runner to the annual meeting early in 
December. The nominating committee, 
headed by M. C. Smith, nominated the 
following: For president, Frank Rice; 
vice-president, Ray W. Statt; secretary 
and treasurer, Clarke B. Rowley. 


S. B. Morse Changes 


S. B. (Woodie) Morse, who has been 
covering Michigan and Indiana for the 
past few years for Brauer Brothers, St. 
Louis, has become associated with the 
Last-O-meter Company, St. Louis. He 
will be succeeded in this territory by Joe 
Gordon. “Woodie” regrets that he will 
not be able to maintain contact with his 
many friends in the Michigan-Indiana 
territory, and his many friends no doubt 
will miss the “Woodie” smile. 






































Dickerson Men Out 


The Walker T. Dickerson Shoe Co., 
manufacturers of women’s shoes, held 
its semi-annual sales conference at the 
Columbus, Ohio, plant during the week 
of Nov. 12 and the salesmen immediate- 
ly left for their territories carrying the 
new samples for the Spring season. The 
line is built around more sensible foot- 
wear with featured welts for corrective - 
purposes the leader. 


W. L. Jonakin With Vitality 


W. L. Jonakin is representing the Vi- 
tality Shoe Company, St. Louis, in Vir- 
ginia, West Virginia, and Kentucky, 
having joined their sales force Nov. 1. 
Mr. Jonakin is a man of wide experi- 
ence in merchandising shoes, having 
been closely connected with both the re- 
tail and the wholesale ends of the in- 
dustry for the past ten years. 

































Hasty Joins Crossett 


With the liquidation of Leonard, 
Shaw & Dean, Inc., Middleboro, Mass., 
for many years manufacturers of men’s 
welts, Ralph Hasty, sales manager and 
widely known throughout the country 
has become identified with the L. A. 
Crossett Co., Augusta, Me., and will 
represent this firm on the road. 




















C. W. Scruggs with Universal 


C. W. Scruggs is now with the Uni- 
versal Shoe Company, Lynchburg, Va., 
and will cover all territory from Den- 
ver to the Pacific Coast. Charlie has 
a host of friends throughout the Middle 
West and Pacific Coast, and they will 
be glad to know of his new connection. 


Selby Holds Sales Conference 


Salesmen for the Selby Shoe Co. con- 
cluded the regular semi-annual sales 
conference at the company headquar- 
ters here recently and left for their 
territories carrying the new lines for 

























the Spring season. 
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A itome.. | 


Enjoy real comfort, genial 
social life, free use of gym- 
nasium, beautiful swimming 
pool, comfortable lounges, 
library, open air roof garden, 
restaurant. Separate floors 
for men, women and couples. 
Within walking distance of 
business, shops and amuse- 


Rates DAILY*1°°~3°° WEEKLY from” 


A NEW 23 


KENMORE 


145 E. 23rd STREET, 


Gramercy Park 





Phone 


Evening Slippers Active 


CHICAGO.—It looks as if it is going to be a 
good season in evening slippers, according to 
Frank Popper, manager of the up-stairs shoe 
departments at Mandel Brothers. Already 
there is greater activity in this line than last 
year, he says. More pumps are selling and T- 
Straps are in great demand. Gold and silver 
kids are very important, also crepes and velvets 
in white. The latter material takes the tints 
with satisfactory results and is in growing de- 
mand he reports. 








Boston Bits 


“Good Earth” oxfords, featured by 
Filene, get their name from the popular 
Chinese book and play. They’re for 
walking along on good earth, hard side- 
walks, too, soles being welted and 
uppers of dragon and baboon calf. 

Coes & Young, on Boylston Street, 
demonstrate the construction of fine 
cordovans for men, a display of genuine 
cordovan butts, as they came from the 
tannery, being the foundation of the 
display. 

Monk shoes for men are played again 
by Arthur Wallace, who has persistent- 
ly featured this style since it was first 
mentioned. 

Christmas slippers are legion, and 
there are riding boots, skating boots, 
Boy Scout boots and so on for a multi- 
tude of items of footwear, all suitable 
for Santa Claus’ pack. 

Six foot laces are used for fastening 
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GEORGE A. TURKEL 


Five minutes from Pennsylvania or 
Grand Central Stations 


STORY CLUB 


NEW YORK CITY | 








HOTEL 





HALL 


Welcome — 


Veo to New York 
attending the National Con- 
ferences will enjoy the liv- 
able distinction of the Hotel 
White’s hospitality. Suites 
of one, two and three rooms. 
anges Excellent cuisine. 


From $3.50 for one person. 


Lexington Ave. and 37th St. 


DAILY RATES 


$5.00 for two persons. 
Suites from $7.00 a day. 








Gramercy 5-3840 | 


NEW YORK CITY 








up 16-inch storm boots, uppers being of 
oil tanned cow hide and soles stout. 
These are bought by young fellows who 
go tramping over the week end, also by 
men who work out of doors. 

Suedes sold up to Thanksgiving, after 
making an early start, and gray suedes 
have lately been added to the stocks of 

- Boston’s stores. Shaggy suedes, mostly 
for men, also are new. 


Celebrates First Anniversary 


The Morris Shoe Company, dis- 
tributors of juvenile footwear, New 
York City, are celebrating the first an- 
niversary of their new quarters at 143 
Duane Street on December 2. This 
company which has expanded consider- 
ably during-the past few years now 
occupies the entire six story building at 
the above address. 

According to C. R. Augenbluk, gen- 
eral manager, sales have appreciably 
increased during 1932. This has neces- 
sitated an increase in their sales force. 


OBITUARY 











——— 


William H. Reese 


WELLSTON, OHIO—William H. Reese, 
aged 57, a prominent shoe merchant, 
died suddenly Nov. 13 from a heart 
attack. He suffered a similar attack 
about two months ago but had recovered 





and had resumed business activities. 
He was born in Churchill, and was grad- 
uated from Ohio State University as a 
pharmacist. After operating a drug 
store he went into the shoe business 
first with his late father and later with 
W. C. Robbins. Since 1916 he has 
operated the store under his own name. 
He is survived by a son and a daughter. 
Funeral services were held Nov. 15 
with Masonic rites. 


Joseph Boneau 


St. Louis—Joseph Boneau, age 52, 
died November 6 at the Saint Louis 
County Hospital of a cerebral hemor- 
rhage caused from injuries suffered two 
days previous when his car went into a 
ditch near Ellisville, Mo. Mr. Boneau 
was known to his friends in the shoe in- 
dustry as “Gene.” He was considered 
one of the industry’s best stylists on 
men’s shoes, having been with the 
United Shoe Manufacturing Company, 
branch of Brown Shoe Company ten 
years, and more recently with the In- 
ternational Shoe Company. 


Jacob C. Johnson 


BALTIMORE, Mp.—Jacob Cummings 
Johnson, who for several years was en- 
gaged in the shoe business, prior to 
1872, in Philadelphia, Pa., died of heart 
disease at his home in Baltimore, Md., 
at the age of 94. Prior to his retire- 
ment several years ago, he was asso- 
ciated with a sewing machine firm. 
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CLAVW/IFIED ann WANT AD 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 


























' SALESMEN WANTED 


POSITION WANTED 


POSITION WANTED 





SALESMEN: Wanted to carry our line of 
popular priced Men’s and Women’s Leather 
sole and Soft sole bedroom slippers. Address 
Belle-Craft Slipper Corp., 594 Broadway, New 
York City. 





PROGRESSIVE SALESMEN 

Don’t sit idly by and wait for a business boom 
—make your investment in traveling expense 
produce a greater income by carrying an addi- 
tional line. Our new, short line of Mid-West- 
ern Children’s and Growing Girls’ low-priced 
shoes will produce volume and added earnings 
All shoes are in stock. Samples are ready. 
Want dependable men of established reputation. 
Entire country available. Write full particu- 
lars about yourself in first letter. Here is a 
price proposition of unusual merit, with tre- 
mendous possibilities, Straight commission. No 
drawing account, nor advances. Write D-209, 
care Boot and Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





ALESMEN WANTED to sell a line of men’s 

shoes in the following territories: Increased 
business necessitates splitting up of territories: 
Ohio, the New England States, West Virginia, 
Virginia, Maryland and Delaware, Dakotas and 

art of Montana, Kansas and Nebraska. 

rite fully stating length of time traveled in 
territory and include references. Confidential. 
Address D-202, care Boot and Shoe Recorder, 
239 West 39th Street, New York, N. Y. 





TRAVELING SALESMEN cptering to wom- 
en’s novelty shoes, to handle a fast-selling 
line of shoe buckles as side line. Strict com- 
mission basis. State references and territory 
in first letter. Address D-203, care Boot and 
Shoe ye 239 West 39th Street, New 
York, N. 





UNG MAN WANTED to sell _our lines of 
shoes in the Western half of Pennsylvania 
with Pittsburgh as headquarters. Apply with 
petertore, vod to selling record and references. 
Biamond Co., 139 Duane Street, New 





SALESMEN WANTED to sell 3-8 children’s 
In Stock shoes to large retailers and depart- 
ment stores, as side line. Liberal commission 
basis. Finest line on the market to retail at 
$1.00. Write D-204, care Boot and Shoe Re- 
sorder, 512 Exchange Pl. Bldg., Rochester, 





Credit Manager 


Available at once. Accustomed to 
handling 5000 shoe accounts; espe- 
cially familiar with trade in met- 
ropolitan areas. Age 39. Experi- 
ence covers 8 years as assistant to 
sales manager and 8 years as credit 
manager. Address D-208, care of 
Boot and Shoe Recorder, 140 
Federal St., Boston, Mass. 











ARE you interested in a buyer who is also a 
merchandiser? Give me the space, and sales 
force and I will give you five years’ styling, 
buying: women’s, children’s, infants’, boys’ 
and girls’ shoes. My experience has equipped 
me to operate a shoe department profitably. 
Shall be glad to substantiate my claims by a 
poreenel interview. Address D-199. care Boot 

& Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





SAL -ESMAN, orthopedic expert, fifteen years’ 
experience; ten years store manager; Age 
thirty-one. Go anywhere. Edward Landow, 
care Mr. Zektzer, 44 Court Street, Brooklyn. 





POSITION WANTED—With manufacturer 
of women’s or men’s shoes by experienced 
case lot salesman acquainted with best trade, 
including chain and department stores in Middle 
West and South. Address E, C. Bigelow, 816 
South Ohio Avenue, Columbus, Ohio. 





THE applicant has had several years’ experi- 
ence selling seconds and discontinued num- 
bers in leather and rubber footwear to large 
chain, department and cut-rate shoe stores. 
Have sold this class of merchandise extensively. 
Would be pleased to communicate with anyone 
who can offer a proposition. A-1 references. 
Address George H. Brackney, 50 Buttles 
Avenue, Columbus, Ohio. 


| powell POSITION as traveling shoe sales- 

nin Texas. Have successfully sold men’s 
dina: in this territory for the past twenty years. 
Can furnish the best of references as to ability 
and character. Address C. P. Ferguson, 2024 
Columbus Avenue, Waco, Texas. 





A SHOE Manufacturers’ Salesman to Retail- 
ers and Wholesalers throughout the United 
States, particularly the tern States, desires 
— ay | some manufacturing concern as 

lesman. man with broad experience and 
perc who has for years successfully 
sold shoes; one with credentials and references 
as to integrity and abilit ity that are unquestion- 
able. Address A. A. Hazelton, 10 Lancaster 
St., Cambridge, Mass. Telephone: Porter 5144. 








MANUFACTURERS and _ Jobbers_ desiring 
representatives for the State of Iowa can 
secure the names of copuenats by writing the 
Iowa National Shoe Travelers’ Association, 
aay 1115, Hotel Fort Des Moines, Des Moines, 





OSITION WANTED by experienced shoe 
salesman, was in retail shoe business for my- 
self ten years, the past me years selling 
shoes on the road covering as, Louisiana, 
Arkansas, Oklahoma, Kansas and New Mexico: 
Thoroughly qualified to handle any line, prefer 
children’s and growing girls’, or a medium 
riced women’s line. Cateenation necessary. 
ilburn Newton, 611 Paschal Street, San 
Antonio, Texas. 


R. MERCHANT—Do you need a live wire 

manager—experienced buyer—Display man 
and merchandiser—Foot specialist? A-1 refer- 
ences. Vawerter education. Address D-207, 
care Boot and S 4? anne 239 West 39th 
Street, New York, N. 


OSITION WANTED by A-1 traveling sales- 

man for Iowa. A snappy line of dies’ 
egal price shoes. 13 years here in Iowa. 
lave a wide acquaintance among the shoe 
stores. Best of references. Hustler. Address, 
Dave Russick, 651—46th, Des Moines, Iowa. 


XPERIENCED SHOE SALESMAN at lib- 

erty. Heretofore covered isconsin and 
Upper Michigan with Women’s and Children’s 
lines. Can give good references from former 
employers. or further particulars, address 
Fred E. Schmidt, 8709 Jackson Park Blvd., 
Wauwatosa, Wisconsin. 


MB. SHOE MERCHANT!! A first-class or- 
thopedic and custom last maker is open. 
Have had 16 years’ experience in this work 
and guarantee a fit. Can sell shoes on floor. 
Can take measurements. Will go anywhere. 
onal Simonelli, 263 Central Avenue, Brook- 
yn, 


FE_XPERIENCED, fifteen years with men’s 
footwear and five years with children’s line 
on road wants line for Middle West or South- 
west. Would consider ladies’ shoes also. Best 
of reference. Fred Thon, Ashley, Illinois. 



































$1.25. When a box 
word of the address should be counted. 








The rate for “Position and Lines Wanted” 
Minimum charge 75 cents. For all other classified advertisements the rate is 7 cents per word. 


number is desired twelve words should be added for the address. 


CLASSIFIED ADVERTISING RATES 


advertisements is 4 cents per word for all undisplayed advertisements, 


The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
&# Advertisements for this page must be in our New York office on Friday of the week preceding publication, 6a 


Minimum 
In all other cases each 














When writing advertisers please mention Boot and Shoe Recorder 
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FOR SALE 


HOTELS | 


HOTELS 





FIFTEEN sectional sample cases, flat top desk. 
two arm chairs, hat rack. Reasonable. Ad- 
dress Apartment 2B, 760 Riverside Drive, New 


York. 





500 pairs of genuine Dr. 

Kahler Shoes. Mostly women’s and some 
children’s shoes. Odd lots. No reasonable offer 
will be refused. Reason for selling is due to 
closing out the line. H. Samuels, 155 
Temple Street, New Haven, Conn. 


OR SALE. 





ESTABLISHED Family Shoe Store. 100% 
Location. Low Rent. Penna Industrial 
town of 17,000. Address D-205, care of Boot 
and Shoe Recorder, 239 West 39th Street, New 


York, N 


ESTABLISHED successful shoe store with 
or without stock. Good location, ‘_ rent 

Boot and 

ew 





Florida City. Address D-184, care of 
Shoe Recorder, 239 West 39th Street, 


York, N. Y 





LINE WANTED 


H ABRY SCHWEITZER is open for a line 
of Men’s Popular Priced Welts or a line 
of Women’s Sport Shoes for the Chicago and 
Middle West territory. Satisfactory references 
i Address 1240 So. 13th Ave., May- 
wo Ss. 


INE of Men’s or Women’s Shoes to the large 

retail and department stores anywhere from 
Coast to Coast. Years of experience and ac- 
quaintance. Would not object to Boys, Misses 
or Juvenile proposition. Am thoroughly ac- 
quainted with Men’s lasts and patterns and 
qualified to handle facto production. Fur- 
nish references. Ad ddress W. M . Oakman, 203 
East 5th St., Emporium, pees 


W OMEN’S line of shoes retailing from $6.00 
to $8.50. Have established trade in IIli- 
nois, Wisconsin, Minnesota, North and South 
Dakota and Montana. Furnish references. 
Write: J. O. Edwards, Hotel Medford, Mil- 
waukee, Wisconsin. 


WANTED: BY SALESMAN WITH 

CHICAGO OFFICE and thoroughly ac- 

ag with the volume trade, a line of 
isses and Growing Girls Sport Types, pop- 

ular prices, in stock for Chicago and vicinity, 

on strictly commission. Address: u Brown, 

i S. State St., The Republic Bldg., Chicago, 
inois. 


WANTED—Line of ladies’ fast selling novel- 

ties to retail from $1.98 to $3.98, territory 
Western, Central or Northern part of Ohio. 
Young, experienced and ambitious. Address 
D-206, care Boot and Shoe Recorder, 239 West 
39th Street, New York, N. Y. 























Duties Nullified 


LYNN, Mass.—Shoe manufacturers, 
and tanners, too, in this North Shore 
district, are asserting that the pro- 
tective duties on leather and shoes have 
been nullified by depreciation in cur- 
rency abroad, with the consequence that 
imports of shoe and leather goods are 
increasing, and labor in their factories 
is exposed again to the competition of 
foreign labor. 

The situation, somewhat difficult to 
explain, is something like this. Take 
$2 as the price of a pair of shoes. By 
reason of depreciation of currency 
abroad, the price of these $2 shoes 
drops to $1.60. Importers buy shoes 
abroad at $1.60, or 40 cents under the 
American price. This saving of 40 
cents on the shoes offsets the duty on 
them by 40 cents. 

The National Association of Leather 
Glove & Mitten Manufacturers has gone 
so far as to declare that depreciation of 
currency abroad has offset the pro- 
tective duty on their goods, and has 
asked for more protection. 
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A modern, new hotel located in heart’ 
of New York, 100 feet West of Broadway yet 
Each room has bath, circulating 
ice water, electric fan, beauty rest mattresses, 
exceptional furnishings and atmosphere. 


227 WEST 45% ST. NEWYORK o 


iccadtllp 














WANTED TO PURCHASE 


BUSINESS OPPORTUNITY 








We will buy from manufacturers, 
jobbers, and retailers, entire or 
surplus stocks of shoes. Our outlet 
enables us to handle large and 
small quantities. 


KIRSCH-BLACHER CO., INC. 


590 Broadway New York 
Phone CAnal 6-4298 and 4299, 


YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any 
one at home in a few weeks. East terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 











We will pay the best price for 
your surplus or entire stocks of shoes, 
general merchandise or department 
stores. Leases assumed. 
Phone - Write : Call 
All matters strictly confidential. 
I. SIMON CO. 


101 Reade St., New York City 
Phone Worth 2-5922 Est. 1880 

















Foster Heads Hospital Group 


New YorkK—Fred E. Foster, vice- 
president of the Richard Young Co., 
has again accepted the chairmanship 
of the annual appeal for the United 
Hospital Fund. 

Last year the Leather and Hides 
group contributed $865 to the Fund for 
distribution to its 55 member hospitals 
on the basis of the free service which 
they rendered. 

According to Mr. Foster the financial 
situation of many of the hospitals is 
very serious and he hopes that the men 
engaged in the leather and hides indus- 
try will be unusually well represented 
among the contributors this year. 


Strand Shoes Open in lona 


IonA, MicH.—N. A. Strand had a 
very successful opening of his new shoe 
store and is very much pleased with 
the way business has kept up. The 
store is located at 325 West Main 
Street, and is operated under the 
Roberts, Johnson & Rand Merchants 
Service plan. 








MERCHANTS’ NEEDS 





Manufacturers 
Here's a service 
you cannot afford . 
to do without. 
White us for detoil- 
ed information 


visas Engzaving oil 
Oitoine ‘Act Studios: sz 


Store Takes More Space 


Corona, L, I.—Lewis Shoe Shop, 35 
Junction Boulevard, is in the midst of a 
little expansion due to increased busi- 
ness. They have taken the store next 
door and knocked a hole in the wall and 
made an “L” store with two entrances, 
one on Polk Avenue and the other on 
Junction Boulevard. 








Opens Men’s Shoe Store 


PORTLAND, ORE.—O. V. Butler, as- 
sistant buyer of shoes in the basement 
department of Lipman, Wolfe & Co. 
several years, has left to join his son 
in his new store, Butler’s Friendly Five, 
at 306 Yamhill Street. 
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Ingenious Planning 
[CONTINUED FROM PAGE 38] 


rubber footwear window from Gimbel’s 
is a time idea for early December, par- 
ticularly in those sections where there 
is likely to be heavy snowfall in this 
month. The essentials for this window 
are obviously very simple and inexpen- 
sive. The background screen could 
be built by almost anyone by build- 
ing a framework of light wood and 
covering it tightly with heavy paper, 
which is painted black or a dark color 
and then lettered in white paint. Wall- 
board may be substituted for the heavy 
paper if a’ semi-permanent screen is 
wanted. The overshoes are displayed 
on attractive modernistic fixtures which 
do much to enhance the appearance of 
the window. A set of modern fixtures 
of this or some other type is an essential 
part of every shoe store’s equipment. 

The most noteworthy feature of the 
I. Miller window, shown in the other 
photograph, is the corrugated paper 
background. This corrugated paper 
can now be purchased in a great variety 
of colors and lends itself to innumerable 
uses in window display, as it can be 
molded into any shape or form or used 
in the creation of flat backgrounds. The 
circular and S shaped ornaments can 
be sawed out of soft wood in any wood- 
working shop at small cost and painted 
any color. Small sized wood letters of 
the alphabet in this block style can be 
bought in ten-cent stores and larger 
ones are available through supply 
houses or can be sawed out to suit the 
requirements. Mounted on screens or 
backgrounds of wallboard and painted 
in contrasting colors, they make it pos- 
sible to present a selling message most 
effectively. 


Sold Many Boys’ Shoes 


CuHIcaco—An advertisement offering 
a knife and a flashlight as premiums 
with every pair of boys’ storm shoes, 
crowded the boys’ shoe department at 
Mandel Brothers for two days. Accord- 
ing to buyer Frank Popper of the up- 
stairs shoe departments, it was the 
flashlight that did it. 

The shoes advertised were fourteen 
inch, genuine elk top, Goodyear welt 
soles, with sharkskin non-scuff or moc- 
casin tops, jumbo hooks and eyes and 
strong pockets for knife and flashlight. 
They sold at $4.65. 








When writing advertisers please mention Boot and Shoe Recorder 















Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, Dec. 3, 1932 


DOROTHY DODD 


Presents the 


for 


VOGUE 


A smart Sally sandal for the : a A charming new mode in 
mable gir 2 Spectator pumps. 


The Spring 1933 line of Dorothy Dodd Shoes is now ready....You will find in this versatile, well- 
balanced line a new conception of authentic styling and genuine quality in its price range.... 
Every resource of the world’s largest shoe manufacturers has been brought to bear to make 
this nationally advertised line ultra-distinctive in design, workmanship, character and merchan- 
dising merit. Quality has been uncompromisingly adhered to....A COMPLETE ULTRA-SMART LINE 
TO RETAIL AT $6.00 (SIX DOLLARS)— Handcraft Models $7.50 and $8.50....The line that assures you 
the most profitable maintained mark-up.... SuperFlex styles and Goodyear Welts are amply 
represented .... Rapid In-Stock Service, exceptionally comprehensive for shoes of this grade, 
promotes quicker turnover and bigger volume. A letter to us will bring you the Dorothy Dodd 
representative in your territory with complete details and a full showing of the line. Address 
DOROTHY DODD SHOE COMPANY » ST. LOUIS 


Branch of International Shoe Company 


Come in and see the com- 
plete line on display at 
National Shoe Retailer’s 
Convention Jan. 8, 9, 10, 
ne 11, 1933, Room 654—655 
NILE ° Palmer House, Chicago. NAVARRE 


A pleasing version of the te The tailored one eyelet tie 
Spectator tie. . for Spring. 


NATIONALLY ADVERTISED IN LEADING WOMEN’S PUBLICATIONS 





Vol. 102, No. 13. Published every week by the Boot & Shoe Romer Fotis Gaon. Division of United Business Publishers, Inc., 239 W. 39th St., New York, N. Y. 
Entered as second class matter Sept. 10, 1925, at the Post Office at New York, N. Y., under the act of March 3, 1879. Subscription price, $3.00 per year. "Printed in U. 8. A. 
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) 

In bringing Kistler BENCH BRAND Sole Leather 

to the attention of the trade, we have one object in 

view. We want to show that we are providing a fea- 

ture for shoes which will help you interest and sell 

more customers. 


A good hat cannot be made from inferior felt. A 
good suit of clothes cannot be cut from poor cloth. 
Serviceable shoes—the one kind on which cus- 
tomers repeat—are not produced from weak parts. 
You have a powerful sales feature, helpful in get- 
ting your price, when dress, sport and heavy-duty 
shoes carry 


KISTLER"BENCH BRAND’ 
SOLE LEATHER 


The Kistler BENCH BRAND mark identifies the 
finest American tannage. No sole leather promises 
more comfort to the feet—none provides greater 
protection from moisture—none is more generally 
satisfactory. 


Benefits follow to the manafacturing and retail 
trade when the BENCH BRAND mark appears on 
the shank of shoes. It helps cultivate confidence in 
value, as the word Sterling proves the purity of 
silver. Price is never a drawback to sales, if a 
quality feature is made evident, by a mark that : 


assures it. 
Write us for the names of shoe manufacturers making shoes that 

Mi, carry KISTLER “BENCH BRAND” LEATHER SOLES. itl | 
I 





a 


_ 


aa 


pasha: 


ici asi 























This chart 
of leather The part used 
for KISTLER “BENCH 
BRAND” SOLES is about 
13% of the whole side. 


STLER » LEATHER COMPANY 
- BOSTON-MASS-: 


its a side 
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What Successful Buyers 
think of 








GY 


TRADE MARK REG. U. S. PAT. OFF. 


and the New Patented 
Seamless Quarters 




















3161 


comm sated Soe kode THE GILBERT SHOE CO. 


wood trim is the newest 









tom 8% to, 18, THIENSVILLE, WISCONSIN 

" 12% to 8, widths A, B, New York Office Los Angeles Office 
C, and ‘tak; = y > 425 Marbridge Bldg. 327 Grosse Bldg. 
pe New York City Los Angeles, Cal. 





When writing advertisers please mention Boot and Shoe Recorder - 


Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, Dec. 3, 1932 





Convention Visitors 


are cordially invited to our exhibits at the 


Hotel Commodore 


Rooms 825, 829, 831 
New York City 


Many newly designed and beautiful shoes will be 
found in our display, embodying every modern 
method of construction. 


We are also loaning to the Manufacturers Associ- 
ation the educational exhibit which shows in con- 
siderable detail the various steps in the production 
of all the different types of shoes, together with a 
large collection of footwear from all parts of the 
world and all periods. 


(Large Parlor — Mezzanine Floor) 


December 6, 7, 8, 9 
1932 


United Shoe Machinery Corporation 


. ® 
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A WEAK Inner Longi- 
tudinal Arch can now 
be held in a normal 
position with comfort to 
the shoe wearer. 


LPPIT TTI TTITETITITRITTITL LL 
AAASa EE 


Banker nea 

S056 =. Ruby Kid Blu. Ox. Arch Support 
nsole, 

S56 Same as above in high shoe. 





Scientific Arch Construction That 
Gives Perfect Foot Balance 
The Musebeck Arch Support Insole shoe after five years 


of testing by many of America’s leading shoe dealers, 
has proven every claim made for this shoe. 






Combination 


The Musebeck Arch Support Insole shoe straightens 
8060 Bik. Buby Kid Blu, Ox. Arch Support up any foot with a weakened inner Longitudinal con- 
S60 Same as above in high shoe. . dition. It does not rob the shoe of any inside measure- 
. ment. It is not an appliance but a shoe built on spe- 
cially designed last that will hold a weak foot in a 
normal position giving uniform distribution of body 
weight over bottom of foot. This shoe does not jam 
the nerves or blood stream in the sensitive part of the 
inner arch, It is a form to hold the foot in a natural 
position relieving all foot strain. 





Place the Musebeck Arch Support Insole shoe on all 
Brouwer Research No. 100 men who have a weak inner Longitudinal arch con- 
$0170 Bik. Ruby Kid Blu. Ox. Arch Support dition. You will receive a happy reaction from these 
men and you will find it profitable business. 








All oxfords and shoes made with the Arch Support 
Insole are priced at $4.85 less 5% discount 20 days, 
~30 days net. 


Orthopedic 

8070 Bik. Ruby Kid Blu. Ox. Arch Support 
nsole. 

S70 Same as above in high shoe. 
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EVERYBODY KNOWS THIS 


IS EXTRA PROOF OF | 
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WINGFOOT 
HEELS 


USINESS is built on names. From earliest 

times people have relied upon a good name 
—a good trade-mark—as a proof of value. 
Certainly you'll agree that the more faith the 
public has in the name a shoe bears, the eas- 
ier that shoe sells. 
So isn’t it just horse sense that two good 
names have more selling power than one— 
that adding a second good name will increase 





Copyright 1932, by The Goodyear Tire & Rubber Co., Inc. 





the public’s confidence still more? 

What better name could you add than 
GOODYEAR — the greatest name in rubber? 
Goodyear Tires, Goodyear Wingfoot Heels 
outsell all other kinds by millions because 
the public has found them best. 

That is why the Goodyear name will help you 
sell shoes —it is an extra proof of value that 


everybody knows! 
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If you were « WomMAN 


you ‘d pay more attention to 


INSOLES... 


and you'd see fewer customers 


walk out of your store without buying 


F YOU had a woman’s tender foot and 

were forced to plod around on an inner- 
sole as hard and unyielding as an oak rafter, 
as stiff and inflexible as tool steel, you’d 
mighty soon take steps to do something 
about it. 


You'd hunt around until you found some- 
thing better, and that something would be 
Darex Insoles — an innersole as gratifying 
to the feet as cool lush grass, as flexible as 
a wisp of straw in the wind — an innersole 
which by scientific test possesses to a greater 
extent than any other on the market all the 
vital innersole qualifications — flexibility, 
free-breathing construction, non-cracking 
resiliency, strength, uniformity, absorbency, 
quick-drying tendency, and light-weight. 


Having found and specified Darex Insoles 
on all the shoes in your store, you would 
notice a decided change in the attitude of 
women customers. Instead of the look of 


uncomfortable indecision which signalizes 
a lost sale, you’d see faces alight with com- 
fortable content as tender feet responded to 
the delicious feel of these modern, sensible 
insoles. The customers wouldn’t know why 
— but you would. 


There’s no reason in the world why you 
shouldn’t specify and have Darex Insoles on 
all the shoes in your store. There isn’t a 
better innersole made at any price for the 
very best shoe, yet they are inexpensive 
enough to be used in the lowest-priced 
shoe! 


We'd like you to know the whole story. We 
believe it will be to your advantage as well 
as ours. Write us and we'll send complete 
details. We'll also send an interesting book- 
let, as soon as it is ready. Write the Dewey 
and Almy Chemical Company, Cambridge, 
Mass., makers also of Darex Insulating Soles 
and Heels, and Darex Gold Seal Cements. 


For McKays, Littleway and Cement Process Shoes — the only Felted Cotton Insole. 


Darex Insoles 
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